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| For Great 
Accomplishment in the 


Battle of Production 


* * * * 


y HE men and women of the Tyer Rubber Company with all who helped make its achievement possible— 
are overwhelmingly proud to have earned the Army- which includes that fine array of American Industry 


N ep li 1 W 
iy “E” award for Groat Accomplishment in Wer which has supplied us and all those loyal customers 


Production. And we pledge our every ounce of en- 
whose peace-time patronage for ““Tyer” quality has 


ergy toward our efforts to continue to merit this cov- 


eted honor fram our beloved country. Yet this honor so well “conditioned” us for the winning of Great 


belongs not tous alone. It must rightfully be shared Accomplishment in the Battle of Production. 


* * TYER RUBBER COMPANY * * x 


ANDOVER * MASSACHUSETTS 
ESTABLISHED 1856 





when they ‘re shoes of 


TANDRITE 


they*re COLORS of uncompromising 


exeellence £ 


Tandrite’s colors have always been 
famous for their lovely, lustrous 
beauty. Now, with the number of 
colors limited by government order, 
enterprising manufacturers are rely- 
ing more than ever on Tandrite to 
enhance the smartness of their new 
seasonal models. And, in texture and 
finish as well as in color, Tandrite Calf 
is a leather that is continuously dem- 
onstrating how it helps shorten the 
trips to the fitting stool and increase 
the ones to the wrapping counter ! 


One Grade Only 
—THE BEST 


Georgia Pattern by 

RICE-O°NEILL SHOE COMPANY, St. Louis 
Made of Hubschman’s Army Russet 

Calf No. 924 on their 15/8th square toe last. 























Jalue Meets the Test 





Value in footwear is being put to the 
supreme test today! 

Women everywhere are making 
unprecedented demands upon the 
shoes they wear. They are walking 


Vitality dealers welcome this day 
of value appraisal. They know that 
their customers will always associ- 
ate the name Vitality with good, 


sound value. 











WOMEN'S 
AAAAA to EEE 
Sizes 2 to 11 
$6.95 


more. They are on their feet more. 
And they are placing new impor- 
tance upon brand names .. . placing 
their trust in shoes respected for 
their ability to stand up under the 


This is but one of many reasons 
why Vitality dealers look to the 


morrow with confidence. They know 


that the name Vitality represents 
terrific, accelerated pace of days far | value—in quality and workmanship 


busier than ever. —that will always meet the test! 


@ HELP UNCLE SAM! 
Buy United States War 
Bonds and Stamps 


MADE BY AMERICA’S 
LARGEST SHOEMAKERS 


SHOES 


CHILDREN'S 
Complete widths and sizes 
Priced according to size 
$2.50 to $5.50 


VITAPOISE 
Feature Shoes for Children 
Priced according to size 
$3.50 and up 


VITALITY OPEN ROAD SHOES 
for Outdoor and 
Campus Wear 
$5.50 and $6.00 


VITALITY SHOE COMPANY — Division of Internationai Shoe Co. — ST. LOUIS, MO. 
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AWARDED TO OUR EMPLOYEES , 
November 2, 1942 Hood Rubber Co, 


In recognition of their contribution to the 
war effort—the same employees whose skill 
and craftsmanship have served you so well. 





ABOVE PHOTOGRAPHS TAKEN DURING PRESENTATION OF ARMY=NAVY “E” AT FOOTWEAR FACTORY, WATERTOWN, MASSACHUSETTS 
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The girl who works in coveralls wears an utterly 
feminine dress on her off-time. Next summer, 
her glamour shoes will be fashioned of Levor 
White Kid . . . refreshing, cool looking white 


that stays white and is easy to keep clean. 














KEEP Grashes CLEAN 















Clean brushes last longerand do 


better work. Hold « wvct sponge can be added ortaken from the “7 ™ 
to the face of the revolving life of a power brush depending = 
brush until dry and hardened on the treatment it receives. The > 


sediment or stain is softened 
and removed. Brushes washed 
while spinning on the shaft 
throw out the water and keep 
it from entering the construc- 
tion at the hub where it could 
cause warping or swelling: 
Power brushes should be clean- 
ed at least twice a day. 


Weeks or even months of wear 


best and most economical gum- 
ming and staining is accom- 
plished with the tip end of the 
bristle or hair. “Burying” the 
shoe in the brush turns brush 
material at a sharp angle, weak- 
ens it and causes it to wear out 
faster. Too much pressure can 
also mat down the hair or bris- 


USE Graehed CORRECTLY 









> 

















tles causing them to cut against 
each other. 






USE ALL OF THE S2a0k 


Another way to get maximum 
service from a power brush is to 
move the shoe from side to side, 
utilizing the entire face. Avoid 
continual use of one spot as a 
hollow will be worn and the full 
efficiency of the brush destroy- 
ed. Reversing the brush at inter- 
valsalso aids in obtaining longer 
* more even wear. Use brushes 
correctly and before discarding 
one, make sure that it has given 
all possible production. 


























Brushes not in use should be kept in a dry 
box, closet or storeroom with plenty of 
moth repellent. Bristle and hair are both 
favorite foods of the moth. 









TAKE GOOD CARE OF WHAT YOU HAVE 










WHY CONSERVE? 


Demands on the time, raw 
stocks and energy needed 
to replace wastefully used 
materials, detracts from the 
facilities needed to further 
the War Effort. 
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Here's one way 
shoe manufacturers are 


PROTECTING their retailers 


Iw these days of shortages and substi- 
tutes, the best protection any retailer 
can have is a supply of the products 
whose name his customers have learned 
to trust and accept in the past. 


That’s one big reason why shoe manu- 
facturers are now even more particular 
about equipping their shoes with Good- 
year Rubber Heels. 


Another big reason is—the quality of 
Goodyear Heels. 


Naturally, Goodyear Heels — like all rub- 
ber heels manufactured today—are made 
of regenerated rubber, to comply with 
government regulations. 


But unlike other heels, Goodyear’s are 
made only from stocks regenerated in 
Goodyear’s own plant. 


This quality control assures the best rub- 
ber heels possible under present condi- 
tions. 


Thus Goodyear Heels are still serving 
the retailer by helping to sell shoes. And 
they’re still serving the consumer by giv- 
ing him greater service and value. 


FOR DEFENSE WORKERS 
Goodyear is now making static con- 
ductive rubber heels for men’s and 
women’s shoes. They are used by 
employes in munitions plants and 
other war industries to eliminate 
the danger of explosions caused by 


Wingfoot—T. M. j i 
Goodyene Fire & haber Compeny electric static sparks. 
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“It's the name that 
brought us fame,” 
says Bob Nofsinger 


here supervising the 
window trim. 





. ys Miss Laura Dins- 

: & more finds in her ex- 

acting work the need 
for Wilbur Coon 
Shoes by day. J. R. 
Nofsinger, Jr., fits 
her to off-duty shoes 


as well, 
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“A miracle last,” 


says Nofsinger, Jr.— : 
#2236 with heel fit- . 
ting 4 widths nar- S 


rower than regular 
for this extremely 
flexible foot with its 


}, narrow heel, waist, 
low instep and elon- 
gating arch. 
‘ om a * 


Faithful customers are the glory of a business—10,17} 
on the cards of the Arch Craft Health Shoe Shop in Pitts 
burgh. And most of them put on the records by Wilbu 
Coon Shoes—correct for corrective work and useful fof 
normal feet. Our first customer is still our customer ani 
most of our records show continued purchases coverin 
both sides of the card—progressive improvement in both 
feet and service as we develop understanding of the need 


of American women for foot comfort. 


Pittsburgh is a great war work center and the Nofsinger 
are serving customers who come from far and wide—who 
remember the name W. B. COON and will take no other 
shoes. Such good will is indicative of the sincerity of all 


stores featuring the line, in other parts of the country. 





Concentrate on comfort is the keynote of this busines: 
but concentrate on customers is the spark plug of its ser 
vice. Every customer is contacted by mail and, if transpor 
tation becomes even more difficult, Nofsinger will be able 
to serve by mail—because every foot is carefully recorded 
by R. S. Brown, C. E. Lewis, V. O. Burkholder, J. R. Nol: 


The line of walk is “ . ° 
the singer, Jr., and the owner-proprietor, J. R. Nofsinger— 


rue to normal 

ay: the precise 

W. B. COON Shoe i - - 
hppa pe oe master shoe fitters all. 
ip fitted. 
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INSEPARABLE PARTNERSHIP 


uty THE W. B. COON 


RGANIZATION . . . 
Ke Vepsing ty 
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Every orderly busi- 
ness has a good busi- 
ness woman in it and 
here we see Miss 
Lewis at her daily 
directive — card re- 
cording, : 




























FOR S | Z e S “We have weathered storms before, and if the occasion 
arises, hope to do it again,” says J. R. (Bob) Nofsinger of 

I Il Under The W. B. COON 203 Stanwix Street. Pittsburgh, Pa. “Starting business in 1934, 
PLAN OF with a capital in cash I carried in my pocket, we grew apace— 

from an upstairs store to one on a great specialty store street. 


ME S E L F C T | V E When the big flood hit us March 17, 1936, our stock was ten 


feet under water and we were not only all wet—but broke and 


~10,1%5 
ms me | N = S TOC K head over heels in debt. But we worked like Trojans and sal- 
Wilby vaged some of our $25,000 stock; and today we stand on our 
ofal te S E 7 V | C E — two feet—debtless—with money in the bank and proud of 
ner an our standing. Customers did it—faithful friends whom we 
Service depends upon SIZES : . : : 
overlays War. at. needy for the om never let down in service or size. Back of us—all the time— 
" a Oo s- . 7 ° 

in both® somer 3 oN right aad ree is a factory organization at W. B. COON COMPANY, pitch- 
oO ERD Te achieve eodecly cone ing for us with the best in shoes and counsel and the character 
vice W. B. COON urges every of their great lasts and fine shoemaking. We are inseparable 

fsingen’ merchant to study his stock daily partners—and our customers bring in the dividends. 

a —replenishing only what is 

ther needed and salable, pair by pair. W. B. COON Shoes — SELECTIVE IN-STOCK 
: y i Under the W. B. COON Plan of SERVICE —is now on a war-basis of opera- 
j &s SELECTIVE IN-STOCK SERVICE tion — utilizing only those materials not essen- 


ry: every merchant develops a careful tial to our military forces. 
range of types of shoes; and no 
more than what is essential to good 


its ser service. 


A—FREE TREADS: A related series of 
broad tread straight lasts. 


isiness: 


anspor By keeping your business safe on S ‘ 

be able& sizes, strong on fitting and solvent . UTFLARES: A related series of 
a ieled, eacbel cece, yon will broad tread outflare-lasts. (Both of the 

Cor é 4 above groups are available with the 


best i 
R. Nof- 7 wee nists sate ppemlips ee TRI-BALANCE insole as well as in the con- 
gia ventional welt construction.) 


thoes of fine workmanship. 





nger— 
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— many of your customers who appreciate fine leather 
— and a leather that keeps them satisfied 


liallusca Vominolulf 


Many of your customers and much of 
our leather have been called by the 
armed services. But we are still able 
to supply, for those who serve at home, 
some footage of the famous Gallun 
tannages—including brilliant chrome- 


tanned Domino Calf. 


This sleek and supple leather is ideally 
suited to today’s simpler patterns, for 


its gleaming beauty needs no embellish- 
ment. Add the fact that it takes either 
a bright or dull satin finish and you 
see how Domino Calf helps solve 


today’s selling problems. 


Leading manufacturers feature Gallun 
numbers. Check them on your next 
order, A. F. Gallun & Sons Corpora- 


tion, Milwaukee, Wisconsin. 
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SELL them both 








@ Nationally advertised in Vogue, 
Mademoiselle and Charm 


@ All are “in-stock” patterns 


@ Markup above average 
(as high as 44%) 


Forest Park’s lines for spring completely 
answer your needs—no need to carry 
specialized lines for your various types of 
customers. 


"Rhapsody 


Forest Park’s new high-style shoe, gives 
your stock a fashion line you can tan 


talk about. 


New shoes a a purpose. Merry-Go- 
Rounds fill your requirements for the 
casual, low heels that will meet the in- 
creasing demands of ‘‘walkers”’ and 
“workers” for smartness with comfort. 


Retail profitably at *595 


(SOME STYLES HIGHER) 





You keep “good company” 
with Forest Park 


Retailers from Canada to the Gulf have 
found volume and profit with Forest Park 
Shoes. Here are a few representative 
Forest Park retailers: 

Woodward & Lothrop, Washington, D. C. 
Scruggs, Vandervoort & Barney, St. Louis 
Meier & Frank, Portland, Oregon 
Sibley, Lindsay & Curr, Rochester, N. Y. 
Erie Dry Goods Company, Erie, Pa. 
Higbee’s, Cleveland, Ohio 

Innes, Los Angeles, Calif. 

Rich's, Atlanta, Georgia 

Sage Allen, Hartford, Conn. 


Stores like these know shoes and 
selling shoes 














pr Shoe Company 


Division of Brown Snore Company, St. Louis 
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ON THE JOB 


box toe gives 
ar workers © 


A Celastic composite 


this attractive sh 
strong, durable bo 


trim lines- 


Wartime limitation 

ternal styling put the character form- 
nes of the last will always find 

ression through the 





EVERY PAIR OF SHOES MADE WITH 


THE QUALITY 
BOX TOE 


RESPONDS TO FEET IN MOTION 


' APTER HOURS 


WITH CELASTIC 


When the woman war worker’s 
day is done and the moment for 
well earned relaxation is at hand, 


there comes the desire to “dress 


”° 


up”. 

In footwear for leisure hours 
Celastic provides absolute toe 
comfort with smooth wrinkle free 
toe linings, and in addition brings 
an extra measure of style to the 
shoe by accurately reproducing 


the clean cut lines of the last. 


During work hours, foot comfort | 


is protected with a Celastic box | 


toe of larger pattern and heavier | 
weight, fused into a shoe of | 


serviceable styling. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 





2 nn al 


ES a Ya re 


ae ae 











IN 1923 at the news of her dis- 
astrous earthquake, millions of 
American dollars and supplies were sped to 
the relief of Japan. ... In that same year, in 


America, women were becoming increasingly 


style conscious and comfort conscious. And 


the demand for Foot Saver’s Gypsy Ties, then 
in their second year, was steadily growing. 
MANY THINGS HAVE CHANGED in the years 


between 1923 and 1942 (including our rela- 


tions with Japan) ... but not the 

demand for Foot Saver Gypsies. 

Each passing year has increased their impor- 
tance in feminine wardrobes ... and in the 
stocks of Foot Saver merchants. And certainly 
no other shoe fits the wartime needs of 1942 
like our smart 

1942 versions of 

this outstanding, 


all-purpose design. 


1942 —Granville 
In block kid 
with patent trim 


FOOT SAVER GYPSIES 


“The Shoe That J & K Made Famous” 


THE JULIAN & KOKENGE COMPANY, COLUMBUS, OHIO 
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Springtimes Casual Mood 


is expressed in this smart model combining 
quality, fit, and serviceability. Especial- 

ly styled by TWEEDIE to fulfill the 
footwear demand appropriate 

for the casual clothes so widely 

worn now by America’s busy 


women. 


STAMPS AND BONDS 
, Neugil 


Turftan Elaste Calf 
145 Last 12/8 Chunkie Heel 


t & SAVE—BUY WAR 
3523-2 








Nationally el dateh id 


TWEEDIE FOOTWEAR CORPORATION ¢ JEFFERSON CITY, MISSOURI 
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GREMLINS are the mischievous 
little imps that aggravate, irritate 
and injure the fighting planes of the 
RAF in their flights over the Eng- 
lish Channel. It was a whimsical 
concept, after all, to figure out that 
these little mythical screwy men 
made holes in the gasoline tanks, 
cut rudder rods and did all sorts of 
mischievous things. 


Well, we can believe in the Grem- 
lins now, after the experience of the 
Nov. 7 issue of the Boot anp SHOE 
Recorver! Most of the staff was in 
Chicago at the National Shoe Fair 
and the text had to be telegraphed. 
As a result, those little Gremlins had 
a picnic. 

They changed the name of Everit 
B. Terhune to Everett Terhune. 
They pulled out the slug on page 20 
that said “Alvin J. Spring preceded 
his written address with these ob- 
servations, gleaned at the Fair. . . .” 
They changed P. Douglas Blain, 
sales manager of the Endicott-John- 
son Corporation, to Douglas Blaim. 
And maybe all this came about 
through the fact that we tried to in- 
dicate that Gremlins over here were 
beneficent little fellows, doing the 
right sort of thing—because we 
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showed the picture of Warren Bulke- 
ley of the United Shoe Machinery 
Corporation on Page 24 and cap- 
tioned it “The Five Little Gremlins 
Who Keep The Machines Fit For 
Shoe Production.” 

Why the little rascals even went 
to the extent of delaying the issue 
from its customary Friday mailing 
to a hop over the week end and a 
Monday mailing. That was the 
thing that hurt the most, for there 
must have been many a merchant 
who couldn’t get to Chicago and 
who was anxiously waiting for the 
report on the Shoe Fair. 

Even our editorial make-up man 
was caught by the Gremlins in their 
phantom feat because he gave the 








final O. K. on the run of the book 
through the presses and was off to 
military duty. 

So we wrap up all of our apolo- 
gies and put them in the Gremlin’s 
basket. 


* * » 


THE Michigan Retail Shoe Dealers 
Association and the Michigan Shoe 
Travelers Club developed a new fea- 
ture for a trade convention in war 
time. On Tuesday evening, Nov. 10, 
at the annual banquet, soldiers and 
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sailors from the nearby training 
fields were the guests of the shoe 
men. These soldiers and sailors 
were men who had, previous to in- 
duction, been in the shoe business 
somewhere in the United States. 
The invitations to this evening of 
fun were sent to the training cen- 
ters so that any shoe men or sons 
of shoe men serving their country 


and stationed in Detroit or vicinity, 
might enjoy an interesting and 
pleasant evening, meeting men and 
women engaged in an industry of 
which they had been a part during 
their civilian life. 

The venture was a great success. 
By the way, the Michigan Retail 
Shoe Dealers Association is the old- 
est retail association in America. 
Some 37 years ago it was founded 
and it has continued to be effective 
and efficient over the years—in good 
times and bad—in war and in peace. 

* * 7 


“REAL beauty goes on duty—for 
the Duration” is the theme of an 
editorial published in Nisley 
News of the G. Edwin Smith Shoe 
Company—as follows: 


“When the War Production Board 











issued Footwear Conservation Order 
M-217 on Sept. 10 restricting the 
use of vital materials in the creation 
of unnecessary styles in footwear, it 
not only conferred a blessing upon 
the women of this country but also 
gave wide circulation to the sounder 
principles of good shoe designing 
and manufacturing. 

“As is often the case—a crisis 
clears away many false .notions. 
The term ‘beauty’ for instance has 
been kicked around pretty severely 
in the footwear field in recent years. 
If you were to believe all that has 
been printed upon this subject, you 
would undoubtedly conclude that 
beauty in footwear consists entirely 
of jimcracks and doodads. Nothing 
could be farther from the truth. 

“Real beauty in footwear is only 
attained through simplicity and 
good taste. The eccentric and the 
bizarre are sensational but rarely 
beautiful. Symmetry of line and a 
restrained touch in pattern and 
color have always been and always 
will be the major contributing fac- 
tors to beauty in feminine foot- 
wear.” 


| F this shoe industry gets into hot 
water in Washington, it is going to 
be because a lot of merchants are so 
avaricious, they don’t know the dif- 
ference between good taste and bad. 
There is no law that says you can’t 
put into an ad: “Prepare for the 
Future—Buy Two Pairs Now” but 
it’s going just a little too far down 
the line of promotional selling. It 
is considered bad taste and bad 
trade ethics so to do. If the same 
ad has a line in it—‘Notice: Buy 
your rubber footwear now—while 
they are available” that’s another 
example of the same bad taste, in 
the light of a rubber shortage. The 
shoe industry is not going to have 
a very favorable position in Wash- 
ington if these things continue much 
longer. 

On the other hand, when Eddie 
Cohen of Bonwit Teller, New York, 


takes a large ad and in conspicuous 
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WOMEN IN WAR 


NEVER MIND THE 
FANCY STUFF 


—The Chairman of the War Man- 
power Commission says that 
more than 5,000,000 women must 
be added to the present number 
of women war workers by the end 
of 1943. 

—The gentler sex has shown itself to 
be unusually adept in many de- 
partments of war's heavy goods 
industries. 

—Their skill in handling the finer de- 
tails of complicated precision in- 
struments has been noteworthy. 

—The ammunition industry is the 
largest woman employer in war 
production; in ten of the largest 
plants women occupy two-thirds 
of the jobs. 

—What with increased war produc- 
tion and increased baby produc- 
tion, women will be fairly well oc- 
cupied for some time to come. 

—And this abnormal war produc- 
tion employment is bound to have 
a marked effect upon the styling 
and making of women's shoes. 


EU ee °earae 
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type says: “Buy Just One Pair of 
Shoes—Not a Closetful. That’s 
What the Government Wants You 
To Do. That’s What We Want You 
To Do. Put the Rest into War 
Stamps and Bonds”—that’s com- 
mendable advertising—in the spirit 
of the times—truly cooperative with 
not only Washington but the best 
opinion within the shoe trade itself. 
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STEPHEN J. BROUWER celebrates 
a fortieth anniversary with a double- 
page spread in the Milwaukee 
Journal. The life of business is only 
part of the business of living, as is 
exemplified by S. J. Brouwer’s 
career, as follows: 

“Mr. Brouwer is a very promi- 
nent figure in civic circles in the 
City of Milwaukee. He is an active 


member of the board of directors 
of the YMCA, past president of the 
Milwaukee Rescue Mission, an 
active director on the board of the 
Wisconsin Home and Farm Schoo! 
for Boys, and a member of the 
Kiwanis Club, Association of Com 
merce, City Club and Downtown 
Businessmen’s Association. 

“He has been a pioneer in the 
shoe business in conducting Re- 
search work and has made many 
surveys in his study of the effect of 
footwear on health. About 19 years 
ago he made a survey of the feet of 
kindergarten, high school and uni- 
versity students. He made plaster 
casts of hundreds of the students’ 
feet at the University of Wisconsin 
and delivered lectures to 
groups all over the U. S. A. and 
Canada. 

“The American Osteopathic Asso- 
ciation bestowed upon Mr. Brouwer 
an honorary membership in_ the 
foot section of that organization, 
and later, he conducted the very 
first Research Shoe Fitting School 
in America in 1934, with a volun- 
teer faculty of 27 experts whose life 


many 


“THE LIFE IS SO 
SHORT— THE 
CRAFT ue] LEARN 





work enabled them to contribute 
worthwhile facts to this missionary 
enterprise, and served without pay. 
This was attended by doctors and 
shoe men from 21 states and 
Canada. In 1939 he was instrumen- 
tal in bringing an evening course to 
the shoe men of Milwaukee through 
the cooperation of the University 
of Wisconsin extension division. 

“In 1923 he designed and _ per- 
fected his Research last for women 
and later, lasts for men and chil- 
dren in addition. All of these have 
now become famous. His footwear 
today is recommended by many 
physicians, osteopaths, orthopedic 
surgeons, podiatrists and chiropo- 
dists. 

“The growth and success of the 
Brouwer Shoe Company has been 
largely due to Mr. Brouwer’s ideal 
of fitting feet rather than merely 
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selling shoes. He secured the first 
X-ray machine in the city of Mil- 
waukee in 1919, which enabled the 
store to do a still more accurate job 
in fitting feet.” 
- * o 
TAKE a good shoeman and he will 
sell anything in which he thorough- 
ly believes. To wit: Will S. Allen, 
who, in addition to being credited 
with the title of the “Biggest Small 
Town Shoe Man” is also president 
of the California Shoe Retailers’ As- 
sociation. His home town of Por- 
tersville, Calif., was lagging a little 
bit on the War Bond drive, so en- 
ergetic Bill went before his Rotary 


MAYBE WE'LL CHANGE 
IT TO”BONDVILLE 
eet 





Club, of which he is past president 
and raised $7,500 at one luncheon. 
Then a few night later, he organ- 
ized a Puppet Show which was the 
means of selling another $15,000 in 
War Bonds. Portersville’s bond 
sales are now running around $10,- 
000 monthly, which makes it the 
third largest per capita bond buying 
community in California. And_this 
record does not include War Stamps 
either—all of which is pretty good 
for a town of some 6000 folks of 
the Will Allen kind. 


* * a 


It’s funny, but when Uncle Sam 
bans the making of strip leather 
shoes, he turns right around and 
orders some made for himself, as 
evidenced by the Navy contract re- 
ceived by California Shoes, Ltd., 
Los Angeles, for the new “sub- 
marine sandals.” These shoes are 
made on welt machines with a heavy 
8 iron outersole and a heavy inner- 
sole, even though they are complete- 
ly open—toes, heels and sides. The 
design for this shoe was created by 
California Shoes especially for the 
Navy. The sandals are not to be 


worn on duty but off-duty. 
* - + 


LIVABLES! A new name was 
given to play and casual types of 
shoes by Harry Laskey, merchandise 
manager and shoe buyer for the 
Shillito Department Store. Cincin- 
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nati during his regular quarterly 
visit to the Los Angeles shoe market. 
These shoes should be termed “Liv- 
ables,” Laskey contends, due to the 
fact that most women live in them 
for the greater part of the time— 
from getting up in the morning to 
going to bed at night. “Women are 
living in them all day long, so the 
word ‘Livables’ is all inclusive.” 

While at the Fern Shoe Company, 
Mr. Laskey voiced the thought that 
in his opinion, Los Angeles was one 
of the most important shoe manu- 
facturing markets in the country be- 
cause of the types of shoes origi- 
nated and developed there. These 
shoes, he finds, are not to be found 
in comparable types elsewhere. 

- * * 


“BABY NEEDS NEW SHOES” is 
an interesting feature in the Decem- 
ber issue of the Woman’s Home 
Companion. Ruth Kerr made a 
special study of children’s feet and 
shoes and you should add to your 
story library the little leaflet “Your 
Children’s Feet,” which you can 
get for three cents, if you address 
Woman’s Home Companion, Bet- 
ter Babies Bureau, 250 Park Ave- 
nue, New York City. 


QUARTERMASTER officers at the 
reception center at Fort Bragg, near 
Winston-Salem, N. C., tackled a 
new problem this week—providing 
shoes for two privates who prob- 
ably have the largest and smallest 


feet of any men in the Army. A size 
16 EEEE shoe has been considered 
large enough for any Army man by 
Quartermaster officers, and for this 
reason this was the largest size 
available. But Private Frank Lloyd, 
Washington, N. C., when being ‘sup- 
plied with clothing, couldn’t squeeze 
his foot into a 16 EEEE. A tape line 
was brought into service by supply 
men and Pvt. Lloyd’s foot measure- 
ments were recorded as 14 inches in 
length and 141% inches around the 
instep. The correct size for the 
private will be an 18 EEEEEEE. A 
special pair is being made for him. 

Private Lloyd is six feet four 
inches tall and weighs 202 pounds. 
His hands measured 11% inches. 


Before entering the Army he said 
he bought size 17 EEEEEEE shoes 
and made them fit by cutting out the 
toes and sides. 

With Private Odell Fowler Quar- 
termaster officers tackled another 
problem. Fowler’s foot measure- 
ments are eight inches in length 
and seven and one-half inches 
around the instep. He requires a 
size one and a half shoe, which 
again required a special order for 
Army shoes. 
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“We've doubled our sales since Griswold accompanies each fitting with 
soft music." 











* Washington Newsreel * 


“WHEN a man bites a dog that’s news.” 

And when shoe merchants and shoe manufacturers 
gather in conference to discuss ways and means of cur- 
tailing shoe sales volume, that’s front-page copy. 

Yet something closely akin to that happened last week 
when a group of very prominent retailers and manufac- 
turers met in New York to consider what could be done 
to discourage ill-advised promotion of shoes at retail 
and what other steps could be taken to keep expanding 
consumer demand for footwear within bounds, in view 
of the prospects of a diminishing supply, due primarily 
to materials shortages and manpower problems. 

After the one-day meeting in New York a sub-com- 
mittee comprising some of the biggest names in shoe 
manufacturing and shoe retailing went to Washington 
to confer with government agencies, the purpose being 
to discover the true facts of the situation and if possible 
work out a voluntary control plan. Back of all this, of 
course, lurks the grim spectre of rationing and the 
equally grim possibility of standardization on a few 
shoe styles, after the Bernard Baruch plan, of World 
War I fame. 

* . * 
ALsSo backstage, but playing a vitally important role 
in this absorbing melodrama was the shadowy figure of 
Harry L. Hopkins, White House guest No. 1, who per- 
haps might be described more accurately as the play- 
wright of the piece. It was that much-talked-about 
article by Mr. Hopkins in the December American 
Magazine (of which more anon) that started all the 
shooting. Mr. Hopkins wrote, among other things, that 
out of 221,700 workers employed in the making of shoes 
and leather in April, 1942, it will be necessary to trans- 
fer 161,000 to war work eventually. 
* ” - 

WHETHER he regards making of Army and Navy 
shoes as war work, Mr. Hopkins doesn’t say. Neither 
does he go into the possible disastrous effects which 
crippling the American shoe industry by depriving it 
of three-quarters of its workers might have on the 
Army, the Navy and our essential war industries. With- 
out shoes Americans can’t work or fight, especially 
against the Japs, whose army is said to be one of the 
best-shod in the world. But these are practical consid- 
erations, and therefore likely to be overlooked by those 
who regard the war partly as a means of attaining social 


objectives which they regard as desirable. 
. * a * 


THE vital part that leather and shoes must play in win- 
ning the war is dramatized in an interesting poster 


which has just been prepared by the Tanners’ Council 
of America. 

“Making weapons is not the only kind of war work,” 
the poster says. “The Army must be clothed and shod. 
Such equipment can be vital. Leather is a military 
necessity and every employee of the tanning industry is 
working in an essential industry. 

“Donald Nelson stated that military men believe 
‘Part of the reason for Russian success was the fact that 
they had the right kind of boots for Winter wear . . . 
the boot may be an important military thing.’ Accord- 
ing to the Army and Navy Munitions Board, hides are 
a ‘critical material.’ The WPB lists hides and leather as 
‘Basic materials essential to war industry.’ 

“The Armed Forces Must Have Shoes. Tens of mil- 
lions service shoes for the Army and for the United 
Nations; shoes for the Marines and the Navy; boots for 
cavalrymen, parachute troops, ski-soldiers and the other 
specialized forces of modern war. 

“The Armed Forces Must Have Leather Garments. 
There is nothing like leather for the U. S. Air Corps in 
providing its pilots, gunners and bombardiers with 
warm, serviceable flying clothes. Full suits of shearlings, 
jackets of horse, cow or goat leathers are needed for an 
air force expanding by hundreds of thousands. The 
Army and the Navy also want leather for clothing and 
it is essential for Arctic troops. 

“The Armed Forces Must Have Gloves. Leather 
gloves are required for stringing and cutting barbed 
wire. The mechanized forces must have leather gloves 
as much as the hard-riding cavalry of former years. 
Gloves must be had for fliers and paratroops, for the 
infantry and the artillery. 

“The Armed Forces Must Have Leather for harness, 
straps, belting, cases for machine guns and signal equip- 
ment, scabbards, slings, upholstery for airplanes and 
motorized equipment, and for a hundred miscellaneous 
items. Leather is used in the recoil mechanism of big 
guns, in the steel helmets of combat troops, in gas 
masks. 

“War Industry Must Have Leather. For belting and 
other mechanical purposes. Machines which make 
fighting equipment are driven by leather, and with 
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PLENTY OF SIZES FOR SOLDIERS 
The size of a soldier's foot presents no problem to the 
United States Army. This young man, photographed at 


the California Quartermaster Depot, is holding a 5A shoe, 
side by side with a mere 15A. 


Boot and Shoe Recorder 











The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


On the Spot 


It’s time to- sound the alarm. There are things brewing 
in Washington that may have a very serious effect upon 
the shoe industry of today and tomorrow. There are 
forces at work who desire to put over social reforms 
under the guise of being contributory to the war effort. 
Within the past few weeks the undercurrent of talk, 
among these important men in Washington, has been 
to eliminate and eradicate everything but the bare essen- 
tials. They say the American public is willing to do 
anything it is asked to do; and as for business—you 
can do anything you want with any part of it; and now 
is the time to get tough. 

A new voice to sound that keynote is that of Economic 
Stabilization Director James F. Byrnes, who stepped 
from the Supreme Court bench into a powerful job; 
and who evidently wants everybody to know that he is 
running the works. He issued a directive to War Pro- 
duction chief, Donald Nelson, as follows: “I want a 
vigorous program of simplification and stand- 
ardization of production and distribution, not 
merely to eliminate frills and wasteful practices, 
but, wherever necessary and advantageous, to 
concentrate on the production of relatively few 
types of goods or standardized quality, design 
and prices.” 

Of course, he has to fasten his reason onto some- 
thing, so he broadly says it is imperative because 
“such a program would yield considerable sav- 
ings in manpower, materials, machine capacity, 
transportation, fuel and other acute war needs.” 

Where do we, as a shoe industry, stand in the light 
of all this commotion for standardization? (And re- 
member, when you have standardization you also have 
the price bracket.) Well, the shoe industry stands in 
the position of a lamb being led to the slaughter. It 
has been a meek, mild and complacent craft for years 
and years and years. It has been protected by its own 
natural simplicity; if you get what I mean. It has 
never gone down to Washington with high pressure 
lobbies nor has it spent fortunes in public relations 
publicity to establish a position before the public, be- 
fore legislators, before administrators, before social 
reformists. It has been traditionally: “The shoe craft, 
what better craft can be—ancient, honorable, indepen- 
dent, free.” 

In a way that has been the right policy because shoes 
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are a personalized article of wear and if the good Lord 
didn’t make standardized human form and weight, He 
didn’t intend to create standardized feet. Furthermore, 


we deal with a most variable material—LEATHER .. . 
that wrapping paper around the meat of all sorts of 


animals of all sorts of weights and substances and far 
from standardization. Along come a lot of economic 
theorists whose thinking is tinged with the doctrines of 
social reform through economic leveling to stale, stand- 
ardized items at a low and impossible price. 

We see behind most of these figures the shadow of a 
powerful man wearing old style high shoes. We know 
full well that Barney Baruch hasn’t forgotten the experi- 
ment that he tried to put over in the First World War— 
the standardization of types and prices of all footwear 
—which noble experiment was canceled out by the 
Armistice. We see his handiwork behind all this sudden 
commotion for standardization. We have a feeling the 
American public, by and large, will not want it because 
it is not in the true American spirit of living as indi- 
viduals, even though we fight and work as a team. 

Simplification we believe in and M-217 is an excel- 
lent corrective of the frills and furbelows in styling that 
marked a peace time world—and have very little jus- 
tification in the terribly serious war world. This indus- 
try very sincerely abides by those restrictions and wants 
to see the first step of wartime shoe regulations tried 
out before the whole thing is dumped and some revo- 
lutionary, unuseful, impractical idea is put in its place. 

The shoe industry is not standing up before this 
social tribunal of economic theorists in pure white 
raiment. We have done some things of which we are 
not proud; but human nature being what it is, it takes 
a little time to learn how to walk down the hard path. 
Sure, business has been good at retail. That was only 
natural because the public had money and many, many 
persons were short of shoes. If to serve is to be in the 
wrong—we have served abundantly. Maybe that’s 
taboo. 

If it is a case of where OPA has fallen down and that 
the law of price ceilings is incapable of being adminis- 
tered because we haven’t enough policemen to check the 
selfish who evade and avoid the letter of that law, then 
it is time we had the full forces of example—a few jail 
sentences with names published in public shame. The 
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What enterprising shoe 
maoufacturers are doing 


Ses to create interesting desiqns | 


for Spring and Summer of 
1943, which conform to the 
letter and spirit of 


FOOTWEAR CONSERVATION | 
ORDER M-217 
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on Best Selling Styles: . : 














SKETCHED . . . with one or two exceptions . . . 
at the recent National Shoe Fair in Chicago, the 
29 shoes shown here tell their own story of some 
of the leading style trends under M-217. You will 
see nothing new and striking among these models 
but you will see a lot of attractive, saleable shoes. 
Extreme styles, “hot” novelties . . . too hot to be 
healthy for business . . . and fussy details are out 
for the duration and long after, we hope. 

Instead, we have established styles which we 
know will bring in the business. We have trimmed 
pumps, stepin pumps, spectator pumps . . . all one 
color to be sure but looking very smart just the 
same. Among untrimmed pumps the d'Orsay is 
gaining more and more recognition. We have 
oxfords, with low heel “service” oxfords increas 





ingly popular, and we have unlined shoes in 
oxfords and pump patterns in casual and tailored 
types. In fact, the number of unlined shoes in 
Spring lines may become a serious problem, since 
this weight of leather is needed by the Army. And 
we have strap and buckle shoes in sandal and 
monk patterns. Buckle monks are a growing item 
in many lines, including lighter, as well as welt, 
sole constructions. On low heels, cross strap san- 
dals are very popular. 

New interest has been given Spring shoes by 
the use of combinations of materials in matching 
colors. Perforations play a big part in trimming 
up the new shoes. In fact, they seem to be the 
chief form of ornament. Perforations let stocking 
show through giving two-color effect. 
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Children’s Shoes... 


Footwear Conservation Order M-217 Struck the Shoe Manufacturers of the 
Nation Like a Bolt out of the Blue, but, from the Looks of the New Spring Lines, 
It was More of a Stimulus to Ingenuity than a Handicap—at Least so far as 
Children's Shoes are Concerned. Gone are the Frills, Gone are the Intricate 
Patterns, Gone are the impulse Styles which Sold only on their Face Value. In 
their Place We have seen the Development of Shoes which Place Emphasis on 
Two far more Important Attributes of Children's Footwear—Fit and Construc- 
tion. 


AMID the groans to be heard on all sides when 
Footwear Conservation Order M-217 was released to 
the shoe manufacturing and shoe retailing public, there 
was noticed here and there an expression of genuine 
approval. This was the case, for the most part, with 
manufacturers of children’s shoes. At the N.S.R.A. Style 
Conference, held shortly after the release of the order, 
we spoke with representatives of prominent children’s 
shoe manufacturers, and the majority agreed that the 
order was a blessing in disguise for the children’s shoe 
field. 

The reason? The feeling was prevalent that, stripped 
of the frills and furbelows to be found increasingly on 
children’s shoes in recent years, manufacturers would 
concentrate their energies on producing in the allowed 
patterns the best possible shoes they could make with 
the materials available. Equally important, the feeling 
was that retailers of children’s shoes, no longer able to 


November 21, 1942 


center their promotions around style, would devote more 
time, more energy, more thought and study to selling 
them on their fitting qualities—and that, it was agreed 
by all, would be most definitely an asset to the children 
of the nation. 

The new Spring lines are now complete; in a short 
time the new Spring shoes will be on retailers’ shelves. 
How does the picture stack up against the prediction 
made over two months ago? 

The prediction, so far as manufacturers are concerned, 
has worked itself out. Manufacturers have been exerting 
themselves to produce well-fitting, well-constructed shoes 
—the best they can make with the materials at hand. 
In addition, they have incorporated into these new shoes 


—entirely permissible under the provisions of M-217— 
certain features which have kept them attractive. They've 
used their imaginations to excellent advantage. They've 

[TURN TO PAGE 52, PLEASE] 

















SIZE RANGES 


MUST BE ADEQUATE 



















































































Sales - Lower Figures Missed Sales -Upper Figure 

Width 2 3\—| 4|—/| 5 |—| 6 | —| 7 |—| 8 | —| 9 | —| 10; — 11 12 13 1 j— Total Pairs 
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This composite size schedule shows the sizes 
sold (lower figure) and the sizes missed 
( upper figure) for one recent week in one 
division. This shows a total of 848 sales 
made, 90 sales missed for want of the size. 


With the Absence of High Colors and Intricate 
Patterns the Shoe Retailer Will Depend More 
and More on Sizes and Fitting Ability to Bring 


Him Business. Here's How Jesberg's in Los 
Angeles Provides for Complete Working Stocks. 


PLENTY of fitting sizes is today’s answer to materials 
shortages, delayed deliveries, inventory control and most 
problems arising from the current necessary war econ- 
omy method of operation. 

Shoe buyers have a definite duty to their country—to 
provide for the normal shoe fitting requirements of the 
men, women and children who come to them to be 
served. And to fit properly calls for having the right 
selling sizes at the moment they are needed. 

Jesberg’s, in common with sound merchandising prac- 
tice, has greatly simplified lines and styles stocked with 
two objects in view: that of being assured of plenty of 
good-fitting sizes, and of having the stock in a more 
liquid form. 

Business as usual is out for the duration. Business 
of keeping feet properly shod in the right shoes is a 
paramount duty. Say what you want, there is no substi- 
tute for size. Shoe fitters have welcomed the change to 
fewer styles and complete sizes, as it makes their job 
much easier. Now they know they can fit any normal 
foot in whatever style shown. 








by PHIL F. GRAFFIS 
Assistant Shoe Buyer, Jesberg’s, Los Angeles 


“No Size. Sale Missed.” are the four saddest words 
heard on a sales floor. A practical solution for this size 
problem, which is one of the constant profit drains in 
the operation of a shoe store, can be found in any 
retail business. Now with the possibility of a wartime 
emergency measure requiring inventory control, the 
solution is even more important. 

An ideal buying schedule can not be developed which 
will be countrywide, statewide, citywide or even one 
which might hold true in a single business block. Each 
store must develop the size schedules that will serve its 
requirements best. 

The successful method of building a required size 
scale is to build a chart showing “Sizes Sold” and 
“Sizes Missed”. Necessary time must be devoted to the 
work so the records will be all-inclusive. A secondary 
method would be to take size polls periodically, that is 
[TURN TO PAGE 30, PLEASE} 
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DE! Scholl’ LUPA 


Provides Support and Relief Where Most Feet Need It... 


7 AT THE BALL OF THE FOOT! 


wl This new kind of foot relief aid is selling like the proverbial hot cakes 
..the sensation of the industry. Dr. Scholl’s LuPad, introduced to the 
2 \ public a year ago, is demanded by men and wo- 
fa) men in every walk of life. And no wonder...for Dr. 
Scholl’s LuPad provides cushioning support where 






































te most people need it most—at the ball of the foot. 
re This feather-light support loops over the forepart 
ig of the foot...its pad of soft Latex Foam snuggles 
9s up under the Metatarsal Arch, gently pillowing it 
and relieving pains, cramps, callouses, and burn- 
s. ing sensations at the ball of the foot. “Just like 
f walking on air’’... that’s the feeling Dr. Scholl's 
LuPad gives its wearers 
j Orders and Reorders Are Pouring In—Dr. Scholl’s LuPad sells on sight... gives you 
amazingly fast turn-over. Everyone is a prospect, for Dr. Scholl’s LuPad benefits good 
ds Soft, cushioning pad feet as well as bad ones. 
ze re... PP Backed By A Huge National Advertising Campaign — Supported by over 22 million 
in ads...featured regularly in GOOD HOUSEKEEPING . .. COSMOPOLITAN ...WOMAN’S HOME 
ry COMPANION ...McCALL’S... LADIES’ HOME JOURNAL...THIS WEEK ... AMERICAN WEEKLY 
a .- MADE MOISELLE, etc. 
he Order Your Supply Now... Get This Business — Made in sizes—Women’s, 3, 4, 5, 6,7, 
8,9,10; Men’s, 7, 8, 9, 10, 11, 12, 13. Retails at $1.00 pair (sold in pairs only) Whole- 
+h sale, $8.00 dozen. Packed in colorful display container—1 doz. or 3 doz. assorted sizes. 
1€ 
P 213 W. Schiller St., Chicago 
h THE SCHOLL MFG. CO., DING. 62 w. 14th St, New York 
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For “Dress-up” Invisible under Washable, 


For Salespeople 
occasions the Hosiery Sanitary 


For Nurses, Beauty 
Operators, etc. 
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sessernc’s Watx-Over SHOP 


716 SOUTH sROADWAY 


LOS ANGELES 


Ranking Position of Sizes Sold 


5 6 7 8 


9 


9 1 11 2 13 Total Pairs 


3|7 /12)01 
12) 8) 4 | 2 |6/10}11 19 
12 12/5 14) 0/8 |12|17 
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This is a composite size schedule of all heels and leathers and shows the ranking position of sizes 
sold. The number one seller is 7B; next is 714AA; then comes 714AAA, followed by these sizes, 
74A; 644; 8AA; 8AAA; 8A, and so forth. 


SIZE RANGES MUST BE ADEQUATE 


every other month, one week out of each month, or 
the peak months of each season. 

An honest and thorough record of sales actually 
missed through lack of sizes alone is essential at arriv- 
ing at the ideal size buying schedule. These “missed 
sales” slips should bear the size, width and general 
shoe classifications. Names of salesmen are not at all 
necessary, as these slips are not to be considered or 
used as alibis for losing sales. The formula can be 
applied to department-wide selling; more accurate re- 
sults will be obtain, however, if the records, say for 
the women’s department, are made to represent high 
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heels, medium heels, low heels, casuals and such other 
classifications as are peculiar to any given store or 
department. 

The same treatment should be applied to the various 
leather groups, for their is usually a variance in size 
requirements between the white shoe division and the 
black kid. This may, also be said of stepins vs. ties or 
oxfords. 

These charts represent one of the weekly polls in one 
division taken recently, and should make interesting 
comparison with the size schedules of the various sec- 
tions of the country. 














Southwestern Travelers 
Elect Officers 


DALLAS, TEX.— Southwestern Shoe 
Travelers’ Association met in a busi- 
ness session in the Adolphus Hotel, 
Dallas, November 14, which due to the 
war, the proposed rationing of gasoline, 
shortage of labor and materials in fac- 
tories and several other important top- 
ics, turned out to be one of the most 
important meetings of the organization 
held in recent years. 

The association decided to maintain 
permanent offices in the Adolphus Hotel 
in Dallas. 

Due to unsettled conditions incident 
to the war, it was voted to suspend the 
regular order of business and elect offi- 
cers for next year, so that they might 
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take office on December 1. The follow- 
ing officers were elected: O. H. Kirk- 
patric, Walker T. Dickerson Co., presi- 
dent; Walter B. Taylor, Moulton-Bart- 
ley, Inc., vice-president; William Soren- 
son, Selby Shoe Co., treasurer; J. L. 
(Mickey) Sullivan, secretary-manager. 

A communication was read from 
Texas-Oklahoma Shoe Retailers’ Asso- 
ciation wherein it was stated that due 
to the war and the government’s ex- 
pressed desire to restrict meetings of 
all kinds for the duration other than 
those that were essential, there would 
be no meeting of the shoe retailers in 
January or February, but that if the 
shoe travelers cared to hold one that 
there would be no objections from the 
retailers. 

It was voted to hold a show in Feb- 
ruary, providing conditions allowed it. 








A caravan plan, in effect a number of 
smaller shows in different cities in the 
Southwest, was discussed. 

Attendance at this show was heavy. 


Hours Changed Again 
For Defense Workers 


SEATTLE, WASH.—Seattle shoe stores 
and departments have adopted a new 
schedule again in order to help the de- 
fense worker with his shopping and 
to relieve the transportation problem. 
The Monday hours are from 11:45 A. 
M. to 9 P. M.; Tuesdays through Sat- 
urdays, 10.00 A. M. to 6.00 P. M. In 
the department stores, shoe depa't- 
ments open on Mondays at 11.45 A. M. 
and are closed at 9.00 P. M. Tuesdays 
through Saturdays, the hours are from 
10.45 A. M. to 6.00 P. M. 
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“Off Hours,” a Fashionette 
shoe in Turftan Cordigan by 
JOHNSON, STEPHENS AND 
SHINKLE SHOE COMPANY. 














With the limitation of colors, finishes are more focal, for simple shoes de- 
pend on leather and workmanship for sales appeal. CORDIGAN, crushed 
Kidskin, has a soft, grained surface which can be polished and : 
antiqued to beautify and preserve the leather. CORDIGAN is available 


in six official colors for action shoes . . . walking, service, career and leisure. 


STANDARD KED DIVPSIGN 


MM TOM AG binpany 


South Strect, Boston Massachusetts 
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five dollars he knows he’s getting a wealth of value — plus a 


«e When a man can step into a Fortune for 


wealth of walking pleasure! And thousands of American men 
are doing just that every day in Fortune dealers’ stores from 
coast to coast. Fortune's five dollar price — the price American 
men like to pay for shoes — is frozen for the duration, and this 
is just one of the reasons why Fortune dealers are breaking all 
sales records — and ringing up extra profits! In addition to the 
“natural” price, Fortune leads the field in both style and value. 
As proof we cite a recent survey of retailers which showed 
Fortune the Number One brand in this price field when votes 
were cast for style and value. And that’s the opinion of a rep- 
resentative group of independent retailers located in every 


section of the nation! 


The new Fortune line for Spring is now being shown by Fortune 
salesmen — and you can be sure it is a winner! It's designed in 
compliance with all new regulations, but designed with patterns 
and materials that add up to one thing — salability! And, in 
addition, there’s a new national advertising campaign, complete 
with compelling merchandising promotions, designed to bring 
the customers right into your store. Don’t miss seeing it! 
FREE to retail clerks: Fortune's new, handy, pocket-size 


booklet, All about Conservation Order M-217. Write for your 
copy of this valuable booklet today! 


RICHLAND SHOE COMPANY 


A DIVISION OF GENERAL SHOE CORPORATION 


NASHVILLE, TENNESSEE 


Fottune backs you upp to kege you tn ffeari/ 


NE 





Soh ae Migteoprg 


Oe BY ACK 


a \Jademoiselle shot 


BY CARLISLE SHOE CO. 
CARLISLE * PENNSYLVANIA 
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is right down our alley... 


“Purchasing power need not be expressed in more pairs sold to the 


consumer, but rather in better pairs—better made—better fitted—of 


quality that gives better service. 


“,.-leathers should be utilized to meet the need for producing tailored, 
dressy, attractive, and sensible footwear—and durable, sturdy utility 


shoes.” Keynote speech at The Chicago Shoe Fair. 


WALK-OVER 


69 years of tailored fit and sturdy quality 
Geo. E. Keith Company, Brockton, Mass, 
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SHOE FIRE 


Against a giant photo mural Pli-Mode 
Shoe Co., Everett, Mass., are showing 
their interesting new line of shoes for 
America’s women at work. Assembled 
here are representative retailers and Pli- 
Mode executives and salesmen, headed 
by Dave Silver, vice-president, at right 
in first row. 








Prominent among the many Compo Shoe Machinery 
Executives at Fair this year were, left to right: Walter 
Morton, William Solar, popular young assistant to . ; 
William H. Bresnahan, president of the Compo Cor- Left to right: S. Reisig, Richards, De- 
poration, and Arthur Solar, assistant to John Devine, troit; L. Reisig, Richards, Buffalo, 
manager of the St. Louis office. and Stanley Drake, sales manager of 
Old Colony Shoe Company, Brock- 
ton, and one of the industry’s out- 
standing stylists on men’s shoes, had a 
busy session at the Shoe Fair this year. 





Bostonians greet many of their friends at Fair. (Standing, 
left to right) Charles Bourget, Commonwealth; Erving 
Hyman, The Hub, Baltimore; Claude Heinlein, Miller & 
Paine, Lincoln, Neb.; Francis Lordan, Verners, Pittsburgh; 
Henry Meyer, Chicago; Leonard Weidemiller, National 
Clothing Co., Rochester; Harvey Kopp, Boyd-Richards Co., 
St. Louis; Walter Avery, Commonwealth; Frank Crapo, 
Desmonds, Los Angeles; Ed. Bolt, Hughes & Hatcher, 
Detroit; Doug. Grierson, Jordan-Marsh Co., Boston, and 
William Morgan, Verners, Pittsburgh. 








Left to right: F. I. Sears, Bates Shoe Co.; Francis 

Ryan, sales manager of the Bates Shoe Co.; Howard 

Oefner, A. M. & A., Buffalo, N. Y., and E. A. Craver, 
Bates Shoe Co. 


Jim Pape, maestro of Rope Soles, Inc., 
examining some attractive Ropeez pat- 
terns with Miss Phyllis Gird, West Coast 


representative of his company. 


a ; M. C. Swan, of the Gale Shoe Company, 

a Se ~ i shows a featured pattern to J. A. Snyder, 

of the Bishop Shoe Co., Pittsburgh, Pa. 
Scene at the Curtis, Stephens, Embry room—Lloyd Payne; 
Gene Delano, Marshall Field & Co.; Dewey Williams; M. F. 
Stonebreaker, Block-Kubl. Seated—Paul Tuppa and Miss 
L. E. Willison, Gorton Coy, Elmira, New York; Harold 
Reed, H. & S. Pogue & Co., Cincinnati; Larry Obert and 

Harry Tefft. 


Left: S. J. Cameron, Pacific 
coast representative, Stacy- 
Adams; H. C. Willis, W einstein 
Co., San Francisco, and genial 
Arthur Luce, president of Stacy- 
Adams, Brockton, Mass., fine 
shoemakers since 1875. 

















A TIMELY MESSAGE 


Fam. the 


SHUGOR TAYLOR 


We have sizeable stocks of non-mili- 








tary shoe goring that have been 
released by the Government as not 
adaptable to the military require- 
ments of our country. This goring 
will enable you to continue, or re- 


vive, recent successful patterns. 


Write us what you need, and we 





will help you find the answer. You 





can keep front-gore shoes in your 


line for spring, if you plan NOW. 








_ THOMAS TAYLOR & SONS INC. 


HUDSON , MASSACHUSETTS 








See J 
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Washington Newsreel 


[CONTINUED FROM PAGE 18] 


rubber. critically scarce more and more leather must be 
used for power transmission. 

“Military Needs Have First Call upon the nation’s 
resources of leather but every effort must also be made 
to supply civilians. Shoes are a necessity, not a luxury. 
A nation working to win must be shod, and that means 
everybody—war worker and stenographer, ship builder 
and farmer.” 


r 8 * 


|N his article in the December issue of American Maga- 
zine, Mr. Hopkins, in writing about civilian mobiliza- 
tion, said that it would be necessary for shoes to be 
rationed and standardized before the end of 1943. How- 
ever, before the article was written, conflicts existed 
between various government departments on whether 
shoe rationing was necessary at all. 

Distributing experts have pointed out that rationing 
could be avoided if consumers could be pursuaded not 
to lay in shortage creating stocks of shoes. OPA is 
estimating the time for shoe rationing to begin based 
on retail sales, and consumer hoarding is said by some 
OPA officials to be the greatest aggravating factor. 

Standardization which means the manufacture of 
specification type shoes, it is claimed, will give added 
protection for the consumer, and the duty of sales 
education on the part of the retailer. Some men in 
Washington say the public will get better grades of 
shoes for the same money for manufacturers and re- 
tailers will have to fit marked grades of shoes to exist- 
ing price levels. On the other hand, retailers may expe- 
rience some difficulty in disposing of standardized shoes, 
if the experience of European retailers is of any value. 
French and Italian stores suffered from public distaste 
for the utility model shoes. The French were forced to 
distribute them for institutional use. 

In Britain, utility type shoes now make up 50 per 
cent of all shoe manufactures. Beginning last July, 
manufacturers were ordered to make up 371% per cent 
of their output into utility shoes. 


IN view of increased shoe repairing during the Fall, 
the Swedish Government has decided to raise the allot- 
ment of sole leather to the leather dealers, according to 
the Department of Commerce. The allocation of sole 
leather to the shoe factories, however, remains un- 
ehanged at 50 per cent of their average consumption of 
such leather during 1937, 1938 and 1939. The shoe 
factories and leather dealers previously have been re- 
quired to purchase a substantial quantity of thin sole 
leather. This requirement has now been modified so 
that the parties concerned will receive a larger pro- 
portion of heavy sole leather than before. 
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The 


SHOE 


4 PATENTED COMFORT 
FEATURES 
1. Patented Shank 
2. Metatarsal Raise 
3. Flat Forepart 
4- Correct Arch 
Fitting 3% 


In-Stock No. 306 


In bright-finish brown calf, full 
leather lining, heavy super-flexi- 
ble soles. 


to both you and your customers or prospects. To 
you . . . because it now enjoys a wider market 
than ever before, and has comfort features that 
help a man do his war-time duty. To them... 
because with the necessity of walking more and 
working harder, they must have comfortable 
feet. There’s no other word that describes these 


shoes more accurately than . . . ESSENTIAL! 








WRIGHT 


The Wright Arch Preserver Shoe is ESSENTIAL - 


| E. T. WRIGHT & CO., Inc., Rockland, Mass. 
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Localized. Tat faclouws 


te Sewing — 


~Shoe manufacluhors—today, in retail stores everywhere, the shoes of 
many manufacturers are making or maintaining a reputation for fine 
fit in all sizes and widths because they are made over United lasts. 


-Uimuucan —Millions of shoes on the active feet of young and old 
Americans — students, workers, housewives, and Service men, fit bet- 
ter because the original models were made by United craftsmen and 
the lasts produced by the latest technical processes. 


-the WarLlffort —rar of the United Last Company's manufacturing 
facilities are engaged in war production, but United Last Factories 
will continue to give dependable service in meeting the needs of the 
industry with “ Fit Foremost Lasts”. 


EMPIRE LAST WORKS, Rochester, N. Y. 


UNITED LAST COMPANY nitousrconteson nen krnmen ros. co. st te Me 


T. W. GARDINER CO., Lawrence, Mass. KRENTLER BROS. CO., Milwaukee, Wis. 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS = stewarra porter CO., Brooklyn, N.¥. UNITED LAST CO. LTD., Montreal, P. @. 
#0 . Boot and Shoe Recorder 














“That’s swell news! 


So you're going to use 


COLONIAL 


NATURAL SOLE 


SPLITS 


on my orders. 


I've noticed they look better and 
wear better.” Colonial Splits 
come in all weights including 
light weights for slippers and 
play shoes. 


COLONIAL TANNING CO. 
BOSTON, MASS. 


also producers of work shoe splits 
and Colonial Patent 




















George Andreae 


EVANSVILLE, IND.—George Andreae, 
owner of Andreae’s Shoe Store, here, 
died recently at the age of 86. He was 
known as the oldest active retail shoe 
dealer in Indiana. 

When Mr. Andreae was 13, he en- 
tered his father’s shoemaking shop 
as an apprentice. In 1882 he en- 
tered the shoe manufacturing business 
and continued the factory with his first 
retail shoe store for 20 years. The first 
store was opened in 1886. 

Mr. Andreae was a member of St. 
John’s Evangelical and Reformed 
Church, singing in the choir for 
many years. He was also a member 
of other singing societies. 

Survivors are two daughters, Mrs. 
Joseph Vogelbach and Mrs. George 
Begley; one son, Clarence K. Andreae, 
one sister, Mrs. Anna High; two broth- 
ers, Henry S. Andreae and Andreas 
Andreae; five grandchildren and two 
great-grandchildren. 


New Store Opens 


SEATTLE, WasH.—With ample win- 
dow and interior floor space a new shoe 
store and clothing outlet has been 
opened at 1023 First Avenue, occupy- 
ing a corner location here, as Casserd’s. 
Grand opening of this new setup was 
staged recently. 
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Merchandise Sources 
[FROM PAGES 24-25] 


The Moccasin Group. This important 
group, which in 1941 comprised close 
to 18 per cent of men’s style shoe sales 
came through M-217 restrictions with 
flying colors. Illustrated are four pat- 
terns. 1. The Scamp from Winthrop 
Shoe Co. 2. A Roblee Shoe from Brown 
Shoe Co. 3. A Jarman Custom Grade 
model from General Shoe Corp. 4. An 
American Gentleman Shoe from Men’s 
Division, Craddock-Terry Shoe Corp. 


Combinations Are Out—Unless a 
substitute is used for the sole; but, 
whites will be important: 5. An Arch 
Preserver Shoe from E. T. Wright in 
favor with Naval Officers on Southern 
duty. 6. A brown and white combina- 
tion, permissible because of its wooden 
sole. An American Gentleman Shoe. 


Wing Tips Must Be Simulated. No 
overlays for the duration, but manufac- 
turers are making them so you’d never 
know the difference. 7. A Walk-Over 
Shoe from Geo. E. Keith. 8. A Heywood 
Shoe From Heywood Boot and Shoe 
Co. with perforations punched through 
to make a ventilated model. 9. A simu- 
lated wing tip from American Gentle- 
man. 


Volume This Year—The Buckle 
Monk. 10. Accepted model with the Air 
Corps from Wright Arch Preserver. 
11. An action free model from Win- 
throp. 12. An innovation over a last 
with a fuller and broader toe from 
American Gentleman. 


Ventilated Shoes will be one of your 
few chances to get novelty into your 
selling. Manufacturers have taken cog- 
nizance of this and offer this attractive 
group. 13. Combining fabric mesh and 
brown calf from Jarman. 14 and 
15. Interesting treatments from Hey- 
wood. Note the “V” perforation on 15. 
16. Streamlined ventilations follow the 
lines of the lasts in an interesting pat- 
tern from Wright Arch Preserver. 


Plain Toes will be volume. 17. Fleece 
lined, two eyelet jodhpur—a Burly-Flex 
Brogue from Curtis Shoe Co. Inroads 
are being made into the sales of the 
buckled monk with low cut three eyelet 
jodhpur patterns like these. 18. From 
Roblee. 19. From Heywood Boot & 
Shoe Co. 20. A favorite flexible six eye- 
let U-throat model with interesting 
stitch at base of throat. From Wright 
Arch Preserver. 


A Street Type Group. 21. A five eye- 
let blucher with hand sewn lacestay de- 
tail and crimped vamp, from Heywood 
22. An authentic military style, from 
Jarman. 23. Reversed calf and tan calf 
combined, from Jarman. 24. A well 
proportioned custom brogue from 
American Gentleman. 














ENJOYING A WELL-EARNED 
POPULARITY 


The high percentage of re- 
peat business enjoyed by 
Health Spot Shoes is genu- 
ine proof of satisfaction ren- 
dered. 


The loyalty of customers is 
expressed not only in their 
continued buying but in the 
new business resulting from 
recommendations to friends, 
relatives and fellow workers. 


In vital war industries where 
the need for proper shoes ‘is 
felt by the countless numbers 
of men and women who are 
spending long hours on their 
feet, it has not taken long 
for word about Health Spot 
comfort to spread. 


The result is that more and 
more men and women in war 
work are turning to Health 
Spot Shoes and the demand 
is growing faster than we can 
make the shoes. 


This is a trying time and we 
know that our many custom- 
ers will bear with us when 
problems beyond our control 
make it impossible to render 
prompt and efficient service. 


It is a great satisfaction to 
us that Health Spot Shoes 
play a part on the war pro- 
duction front by keeping war 
workers comfortable on their 
feet and we are doing every- 
thing we can to keep up our 
civilian production. 


We have another important 
job to do — making men’s 
Navy high shoes for our gov- 
ernment—and we are giving 
our best efforts to it because 
Uncle Sam must be served 
and we are glad to serve. 


MUSEBECK SHOE COMPANY 
Danville IMinois 




















Style No. 834 
Army Russet GAMBOLA 
Freeman Shoe Corp., Beloit, Wis. 
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Conserve Your Rubber Footwear Stocks 





OPA Officials Ask Retail Salesmen to Curb Sales of Non- 
Rationed Types Except in Cases of Actual Need 


WASHINGTON—Expressing apprecia- 
tion of the fact that most retail shoe 
merchants are voluntarily rationing 
the ordinary types of rubber footwear, 
officials of the Office of Price Adminis- 
tration emphasized that this patriotic 
spirit on the part of store executives 
should be supported by the active co- 
operation of salespeople. 

Store management, recognizing the 
seriousness of the rubber supply situa- 
tion, has taken the lead in eliminating 
unnecessary sales and promotions of 
rubber footwear, but in some instances, 
a less thoughtful sales technique by 
sales staffs is running exactly counter 
to such conservation policies. This does 
not apply, of course, to men’s rubber 
boots and rubber work shoes now ra- 
tioned by government directive. It ap- 
plies to the types of rubber footwear 
not under government rationing con- 
trol—the ordinary types which it is 
nevertheless necessary to conserve. 

In some cases, salesmen, under- 
standably influenced by their desire to 
increase their sales and their incomes, 
may nevertheless make the mistake of 
urging unneeded rubber footwear on a 
customer. 

Occurrences such as this, it is 
pointed out, will not only do no good, 
but actually act as a boomerang; since 
the salesman not only loses the sale 
but has probably, also, lost the cus- 
tomer for all time. Whispered conver- 
Sations, initiated by the salesman in 
an attempt to pad his book, are danger- 
ous. Dangerous to the war effort and 
equally dangerous to the salesman be- 
cause he has incurred the risk of out- 
smarting himself and losing for his 
store at least a portion of the good- 
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will built up over a long period of 
years. 

OPA officials strongly recommend 
that such suggestions from salespeople 
to customers be dispensed with for the 
duration. They realize that salesmen 
and saleswomen, in the final analysis 
and regardless of what their basis of 
compensation may be, depend on in- 
creasing their sales. They urge, how- 
ever, that this particular method of 
effecting an increase be voluntarily 
banned. 

The alternative which is offered is 
to allow the suggestion to come from 
the customer and then to find out, by 
tactful questioning whether the cus- 
tomer is in real need or whether, on 
the one hand she may be hoarding or, 
on the other, if it be a rainy day, 
whether she has a pair of rubbers 
which she has forgotten to wear when 
she left her home. If a customer de- 
clares herself in the market for a pair 
of rubbers of the storm type, or 
galoshes, it might be well for the 
salesman to point out that these are in 
demand for the use of girl workers in 
defense plants—more specifically for 
girl messengers, of whom there are 
thousands throughout the country— 
and whose work requires them to travel 
through snow and ice and sleet from 
one plant to another at all hours of 
the day and night. This customer 
could then*be persuaded to take a pair 
of the lighter-weight rubbers which, 
as a matter of fact and in most in- 
stances, will serve her purpose equally 
as well as would the heavier type. 

Another alternative is seen, it is 
urged, in the case of the mother who 

[TURN TO PAGE 54, PLEASE] 
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Joins Monarch Shoe Co. 


St. Louis, Mo.—George Ineichen, 
formerly sales manager of the Collins 
& Morris Shoe Company, St. Louis, re- 


GEORGE INEICHEN 


cently became associated with the Mon- 
arch Shoe Company, Chicago. 

Mr. Ineichen is handling the styling 
of the line and is selling to the volume 
trade. 


Holds Sales Conference 
Dinner 

CoLuMBus, OHIO — The Walker T. 
Dickerson Co., Columbus, Ohio, held its 
25th semi-annual sales conference din- 
ner recently at the Athletic Club, Co- 
lumbus, climaxing a week’s activity for 
the Dickerson sales organization. Deal- 
ers have been arriving from almost 
every State to view the new lines. 
Officers are W. T. Dickerson, president; 
Alva Brown, vice-president; C. G. 
Shriner, secretary, and E. T. Melancon, 
treasurer. 








Au economy services and 
roducts will increase rap- 
idly in demand and impor- 
tance as the war goes on. 
More and more of your 
customers will be asking 
for more wear, for wear 
will be more valuable than 
price. War-scarce materi- 
als must be made to go 
further. There is greater 
mileage in I-T-S- Heels 
because those scientifically 
designed extra-wear pads 
provide it, as millions of 
pairs have proved in ac- 
tual service. It helps your 
business now and for the 
future to specify I-T-S- 
Left and Right Heels in 
your Own or your contract 
shop—and it helps the war. 


THE |- T+ S COMPANY 


ELYRIA, OHIO 


Extra left and righi 
thick pad design as- 


sures longer level wear. 











The Editor’s Outlook 


[CONTINUED FROM PAGE 20] 


one great error of OPA has been that the top ceiling 
price has lifted practically all commodities in each cate- 
gory up to that top level but OPA itself made that pos- 
sible by its “across the board” ruling that permitted 
chain stores to pull up all shoes to the new price, as of 
last March (and, boy, was that price NEW). A lot of 
the shoes that were in the lower price brackets in March 
are no longer manufactured because, when demand is 
heavy at better prices, why maintain the lower levels? 
That’s the Ethiopian in the kindling of the fire set by 
economists in Washington. They also want the public 
to buy less shoes and less everything else. 

We will have more to say on the individuality of 
human feet—to serve as enlightenment to laymen who 
use the formula of mass production as a measuring 
stick for new social standardizations. Let us leave this 
statement as a wedge—standardization, to be truly effec- 
tive, must have a fixed base. That base is quality— 
relative quality to each item manufactured. You can’t 
have standardization when you have no foundation of 
quality. We, in the shoe industry, are utilizing every 
scrap of material that may have a purpose in footwear. 
We are only hoping that it will serve an end-use pur- 
pose of days and days of wear on the part of men, 
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- ESQUIRE 
\ storeys POLISH 
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os 


A FIGHTING MAN'S PRODUCT 


Used by men in the Service as 
well as Civilians 
Made In 


© BROWN STAIN © MAHOGANY STAIN 
® BLACK © TAN STAIN 


{All Authentic Stain Colors) 


KNOMARK MFG. CO., Inc. 
214 TAAFFE PLACE 
BROOKLYN. N. Y. 





women and children. We can’t be held to strict accounta- 
bility as to standards of quality because there are none. 
Furthermore, the quality which we have today is better 
than what you will have six months hence. And the end 
is not in sight because, if our soldiers and sailors and 
allies consume and drain good quality leather, material 
and metals, we will have to use everlasting ingenuity— 
every one in the shoe business—to get some wearable 
worth out of scraps and offal. 

Why in the name of common sense shoes, above all 
things, should be picked out as one of the first to be- 
come a social experiment is beyond us. All that we 
can say is it won't work. 


Army Buys Shoes for WAAC’s 

Boston, Mass.—Five shoe manufacturers share in the 
award of a contract to furnish the WAAC’s with 60,000 
pairs of service shoes. Names of the companies and 
amounts to be made by each, as announced recently at 
the local Quartermaster Depot, are: 

Marshall, Meadows & Stewart, 17,360 pairs; Dixon- 
Bartlett Co., 7248; C. B. Slater Co., 20,000; E. P. Reed 
Co., 8328, and George E. Keith Co., 7064. 

Contracts have been awarded, also to furnish the 


Army with 1,700,000 pairs of rubber heels with wood 


cores; and with 168,420 pairs of composition rubber 


taps. 
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THE AMERICAN EAGLE 

and as individuals. His 

of the air prove it again 

energy, every available m 
grooved into a 100% War 
supports the War Front, both at 
We are manufacturing only th 
shoes, sizes five and up. And, 

of Taps for Army Shoes, soles and 
CORD soles and heels are quali 
hazards, are waterproof and every 
knows they give longer wear. 





and virility as a nation, 

th of the skys. Our heroes 
GRO-CORD every human 
all of our efforts are being 
produced in our busy factory 
line and on the firing line. * 


anufactured enormous quantities 
r the Navy and Marines. * RAW- 
e. They reduce slipping 
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The C. A. Haines 
Shoes for Children 


IN STOCK 


te retail 2 
Fico" dacs 
BCD, 8% - 12 
BCD, all colers 
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Chicago 





real source of profits. 


Inquiries invited 
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Men's Shoes 
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WHOLESALE DISTRIBUTORS 
* America’ 's ) Leading Brands 


Mass SHOES. "RETAILING $7 to $14 


N-STOCK @ JOBS ELLA 
Soniect MFR.'S Restrictions _— 


B. COHEN SHOE CO. 


|__ E ae NEW YORK == 
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Bowling Shoes 


6 OF EP eee 


BROOKS 
BOWLING SHOES 
WILL NOT MARK FLOORS 

COMBINATION SOLES 
Men's High..$3.40 | 
Men’s Ox. .. 3.35 
Ladies’ Ox. .. 3.25 


pacess oS ones MFG. CO 
58th & et Sts., Philadelphia 














In New Location 


Laconia, N. H.—The well known 
local retail store known under the name 
of John’s Shoes, which carries a com- 
plete line of footwear, slippers and rub- 
bers, has moved to a new location at 
601 Main Street. 





When you have read this copy of the 
RECORDER, pass it along to the mem- 
bers of your sales staff and urge them 
te read it, too. New salespeople in shoe 
stores will find the RECORDER a valuable 
source of information that will aid them 
in their work of fitting and selling shoes. 
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LYNCHBURG, VA. 
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WILLIAM ISELIN & Co.. INC. 


Our factoring service makes it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


Branch Offices 
GRAND RAPIDS, MICH. 
TUTTE 


NEW YORK 
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Honor Friedman at Dinner 


New YorK—Max L. Friedman, presi- 
dent of A. S. Beck, was feted recently 
at the annual dinner of the New York 
and Brooklyn Federations of Jewish 
Charities held at the Hotel New York- 
er. This marks the 25th year of Mr. 
Friedman’s charitable activity; it is 
also the 25th year of the federation’s 
combined effort here. The dinner also 
honored members of the shoe industry 
now in the armed forces, according to 








N. Baird Hart Enlists 





Appointed Lieutenant in the Supply 
Corps of the U. S. Naval Reserve, N. 
Baird Hart reports for active duty to 
the Commandant of the 3rd Naval 
District. 

Lt. Hart in civilian life covered big 
cities in the West for Johnston & Murphy 
of Newark, N. J., and has traveled that 
territory for sixteen years. He was a 
graduate of Culver Military School and 
has been “in shoes" practically all his 
business life. He is 40 years old and 
married. Another Johnston & Murphy 
man, Lt. Arthur B. Poole, formerly 
Southern representative, is now on ac- 
tive duty in the Naval Reserve. 


Benjamin Kellner, president of Kitty 
Kelly, and chairman of the federation’s 
drive. 

Former mayor James J. Walker was 
guest speaker at the event. Harry 
Hershfield acted as master of cere- 
monies. 

Chairmen of the trade’s drive are: 
Mr. Kellner, Manuel Gerton, Saks 
Fifth-Avenue; Herbert Posner, Dr. A. 
Posner’s Shoes, Inc.; Louis Fried, Na- 


tional Shoe Stores; Stanley Weiss, 
Hearn Department Stores. Al Levy, 
Wear-Best Footwear, Brooklyn, is 


chairman of the slipper division. 








New England Shoe 
Production Drops 


Boston, Mass.—The New England 
Shoe and Leather Association, after 
analyzing reports received from the 
United States Bureau of the Census, 
finds that “the New England shoe 
states, Massachusetts, Maine and New 
Hampshire, produced during Septem- 
ber 12,471,233 pairs of shoes, a de- 
crease of 15 per cent from September, 
1941, Massachusetts’ output in this 
period decreased 18, Maine 17 per cent 
and production in New Hampshire 7 
per cent from September, 1941. 

“New York led all shoe states in 
production this month with a total of 
6,755,414 pairs, followed by Massachu- 
setts with an output of 6,716,829 pairs. 

“For the nine months’ period, Janu- 
ary-September, the New England shoe 
states produced 127,265,823 pairs, a 
decrease of 5 per cent from the same 
period a year ago. Massachusetts’ shoe 
output was 4 per cent less during this 
period; New Hampshire 1 per cent and 
Maine’s output dropped 13 per cent 
during this period. 

“The Massachusetts shoe industry 
employed approximately 37,000 work- 
ers during September and the average 
amount of total weekly wages paid 
them amounted to $774,409, according 
to the association’s analysis of the in- 
dices of the Massachusetts Department 
of Labor and Industries. This repre- 
sented a decrease of 12 per cent in 
employment and 3 per cent in payrolls 
from the same month last year.” 
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Michigan Shoe Fair Successful Event 





Three-Day Convention Sponsored Jointly by Retailers’ and 
Travelers’ Associations. Heavy Demand 
Experienced by Exhibitors 


Detroit, Micu.— Annual Michigan 
Shoe Fair, sponsored jointly by the 
Michigan Retail Shoe Dealers’ Asso- 
ciation, and the Michigan Shoe Travel- 
ers’ Club, was held at the Hotel Stat- 
ler last week, with attendance about 
30 per cent ahead of last year. Date 
was two months earlier than usual, and 
the marked increase was apparently 
caused by the desire of Michigan re- 
tailers generally to plan intelligently 
for coming wartime operations. 

Demand was strong and buying low. 
Salesmen were forced to turn down 
orders, with quotas filled, and to de- 
cline practically all new accounts. 

Style trends were not startling at 
this show, in view of the general em- 
phasis upon cutting down variety in 
accordance with official regulations. 
Trend is toward military styles in 
men’s shoes, notably in tan and brown 
shades. 

Lower heels are coming into demand 
for women’s lines, typically 17/8, 15/8 
and 14/8 heels. Oxford types for both 
work and afternoon use are common. 
There was, in contrast, a fairly strong 
continuing demand for evening or 
cocktail hour shoes, markedly dressy. 

Election of officers by both sponsor- 
ing associations were not held at this 
convention, both being scheduled for 
January. Principal session of the con- 
vention was a luncheon on Monday. 
Burt Pond, Jackson, Mich., director of 
the MRSDA, presided, and introduced 
Richard J. Schmidt, president, MRSDA, 
of Hillsdale, who called attention to the 
fact that this was Michigan’s second 
convention this year, and who spoke on 
wartime problems. 

“T don’t think any of us have felt the 
real pinch of: war yet,” Mr. Schmidt 
said. “We are selling lots of shoes, 
and we all feel optimistic. There are a 
lot of tougher things to come, and I 
hope it won’t be too hard for both the 
retailers and the travelers.” 

Frank A. Huetter, president, MSTC, 
spoke briefly on the convention ar- 
rangements. Claude K. Taylor, secre- 
tary, MRSDA; L. H. Baker; president, 
and L. B. Tobey, secretary-treasurer of 
the Michigan Shoe Dealers Mutual 
Fire Insurance Co., were also speakers. 

Walter Magee, chairman of enter- 
tainment, touched humorously on the 
buying problem and made a strong plea 
for War Bond sales. Herman Meyer, 
co-chairman of the Fair, also spoke on 
bond sales. 

Eleanor Rutledge, fashion editor of 
Boot AND SHOE RECORDER, who spoke 
briefly on Spring styles and an ap- 
proach to Spring selling, said in sub- 
stance: “The stage is set for a wonder- 
ful Spring season. Styles have never 
been more attractive. The public has 
money to spend. There is only one 
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question in all our minds. Can you get 
the shoes you have ordered? We all 
know that you can’t get them all. But 
you have something else to sell this 
year ... appreciation of good shoes 
and fit. This is the year, above all 
others, when you can do a real job 
in fitting shoes. Where you lack an 
adequate sales force, you can make 
your customer cooperate with you. 
He, or she, can learn to judge the 
fit of a shoe for himself. No clerk has 
ever been able to judge width, anyway.” 

The directors of the retailers’ asso- 
ciation voted to hold a 1943 Shoe Fair, 
to be scheduled to follow right after 
the National Shoe Fair, as was done 
this year. 

All retailers and shoe men were 
guests of the Michigan Shoe Dealers 
Mutual Fire Insurance Company at a 
second luncheon on Tuesday, followed 
by the annual banquet which is the 
climax of the convention. 


Edson P. Elitharp 


RocHEsTerR, N. Y.— Edson P. Eli- 
tharp, head of the shoe retail firm of 
Elitharp, Inc., Watertown, N. Y., who 
had been in the shoe business for nearly 
half a century, died at his home in that 
city recently after an extended illness. 
Mr. Elitharp was one of the group of 
shoe retailers who formed the New 
York State Shoe Retailers’ Association 
in 1919 when he was elected a director. 
At its convention in Poughkeepsie in 
1926, he became president of the or- 
ganization, of which he remained a di- 
rector for 23 years. 

His son, Howard B. Elitharp, will 
continue to operate the shoe business. 
Robert F. Dacy of Watertown was 
named to represent the association at 
the funeral. 























Cartoon courtesy Richmond Times-Dispatch. 
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care if he never 

gets any more gas, 
now that he knows 
about MATRIX shoes. 











Black, mellow 
‘wy 4 

lo. 254. In Brown 
Tweed No. 253. 
In stock, AAA to D 


FE. comfortable transportation, 
the next best thing to a car is a pair 
of Matrix Shoes. That’s why stores 
that hold the Matrix franchise are 
showing better-than-average in- 
creases in their men’s shoe volume 
these days. 


What's more, the increases stick, 
because 91% of the men who once 
buy Matrix Shoes come back for 
more! Write us; the Matrix franchise 
in your city may be open. The House 
of Heywood, Worcester, Mass. 
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To Manufacture 
Leather Sheets 


GREENVILLE, N. H.—A new concern, 
the Granite Leather Co., has purchased 
the Chamberlin Mills here for the man- 
ufacture of leather sheets. Clarence 
P. Johnson, of Newton, Mass., is prin- 
cipal owner of the concern, which is 
said to be the first of its kind in the 
United States. He has been operating 
in Lawrence, Mass. 

The manufacturer explained that 
leather sheets are produced from leath- 
er scraps, combined with a secret bind- 
er, and are used for slip taps or mid- 
soles, for so-called “dutchmen”, which 
are inserts between soles and heels, for 
counters, and for. soles of house slip- 
pers. 

The material is a substitute for stock 
usually cut from the bellies of hides 
and is said to be an improvement over 
it. In view of a threatened leather 
shortage, the demand is virtually un- 
limited. 

Besides Mr. Johnson, officers and 
directors of the new concern are his 
wife, Mrs. Alice Johnson, and Elmer 
F. Blakey, of the Indian Head National 
Bank of Nashua. 
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In Marine Corps 


CuicaGco, ILL.—Richard G. O’Connor, 
youngest son of Mr. and Mrs. John 
O’Connor, is private first class in the 


r 


RICHARD G. O'CONNOR 


United States Marines. “Dick,” who 
enlisted last March, was formerly as- 
sociated with O’Connor & Goldberg in 
Chicago, his father being president of 
that famous retail institution. He has 
already attained distinction as a 
sharpshooter and is stationed at Jack- 
sonville, Fla. 


A. C. Lawrence Sponsors 
War Leather Exhibit 


Boston, Mass.—A “War Leather 
Exhibit,” sponsored by the A. C. Law- 
rence Leather Company and assem- 
bled through the cooperation of the 
U. S. Army, Navy and Air Corp is 
highly significant of the vital impor- 
tance of leather in our war effort. 

It shows a wide variety of leather 
articles used by our armed forces, in- 
cluding service, garrison, navy, marine 
and nurses shoes, flight clothing, jack- 
ets, gloves, telephone field cases, chin 
straps, bomb sight cases and many 
other utility articles. 

Sample skins from all divisions of 
the company are also represented, 
showing the wide field they are serving. 
These include acrylate, finished shear- 
lings, chrome boot shearlings, cow- 
hide garment and glove leather, chrome 
retan, chrome army grain, garrison- 
type leather, russet strap, sole leather, 
transmission belting brown and black 
calfskin, black sheltercape, acrylate 
finished glove, chamois and wine box- 
ing glove. 

One of the highlights of the exhibit 
is a life-sized model dressed with Win- 
ter flying equipment, completely out- 
fitted from the helmet and goggles even 
to the parachute. Three types of 
bombs are also shown—high explosive, 
demolition and fragmentation. There 
are large photographs of Flying For- 
tresses, bombers and fighters taken in 
actual flight. A unique American flag 
is also shown made from patent leather 
and a huge Uncle Sam on a whole 
patent leather hide. 

Part of this exhibit was on display 
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Style 302 
White Elk 
Style 300 
Patent 
Leather 
Style 304 
Tan Elk 
Style 305 
Black Elk 


Every growing child deserves a pair 
of ELAM shoes. 


Because from the last to the finished 
shoe thorough work has been done 
by an organization experienced ex- 
clusively in proper footwear for chil- 
dren. 

Distributed with speed by regional 
houses keen to serve. 


Write for ELAM catalog. 


F.S. ELAM SHOE CO. 


00 CLINTON AVE. N 








at the South Station, Boston, during 
the first two weeks in November, cre- 
ating a great deal of interest. This 
“War Leather Exhibit” will be held 
intact until Nov. 30. 


Receive Minute Man Flag 


WEBSTER, MAss.—The award of a 
Minute Man Flag to the.Bates Shoe & 
Helmet Lining factories by the U. S. 
Treasury Department was dedicated at 
special exercises recently. 

Awarded to concerns where at least 
90 per cent of the employees have sub- 
scribed to the payroll deduction plan 
for the purchases of War Bonds, the 
Bates company has 97 per cent of its 
650 employees buying bonds through 
this plan. 

A new flagpole and large American 
flag, donated by employees of the two 
concerns was dedicated in a joint cere- 
mony with the presentation of the 
Minute Man emblem. George H. Finne- 
gan, chairman of the Webster War 
Savings Committee, presented the Min- 
ute Man flag to President Edgar Cra- 
ver of the Bates Company with factory 
officials and employees assisting in the 
ceremony. 

The shoe company is engaged in the 
manufacture of Navy shoes, while the 
helmet lining division, located in North 
Webster, manufactures Army helmets 
and helmet linings. 
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MARBRIDGE BUILDING 


1328 Broadway | 


47 West 34th Street 
New York 











COMFORTABLES 


PT an etiatiinn berreen grad cheomentandio 
i and getting purchasers back to your 
store tomorrow is as clear cut as your present abil- 
ity to serve the demands of women at war work 
and in related adtivities. Leading retailers every 
where continually feature Bellaires becouse these 
shoes are serving well, women in today’s jobs. 
Because of good craftumanship with quality me 

features, they 
are really comfortable shoes that fit well, wear 
well. Retailing at $5 to $6. (Write for our Fall 
catalog of in-stock styles.) 


MADAME X 
No. 1542—Black Kid and Lizard 
AAA to D 








Colorful 
Xmas Price Tickets 


(140 prices) in-stock 
Size of tickets 1/." x 21/,” 


Xmas Ticket Circular showing samples, and price 
denominations, will be sent on request: ready Nov. Ist. 





X-1: Red Cap, X-3: Green with X-5: Red border, 
geld background, red candle, white green leaf, white 
white board—price board — price in board — price in 
in black. black. black. 


Any selection of prices desired if carried in-stock 


6 Doz.—$1.25; 12 Doz.—$2.25 
with store name imprinted 
12 Doz.—$3.85; 24 Doz.—$6.20 


Check with order please, unless C.O.D. preferred 


INAWLYVYdad FAOIAYAS SINWHOUAW 








209 SOUTH STATE STREET ® CHICAGO, ILLINOIS | 
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BOSTON'S FAMOUS 


PARKER HOUSE 


LOOKS FORWARD TO SEEING 
YOU AT THE 


NEW ENGLAND 
TRAVEL SAVER SHOE 
CONVENTION 


on Nov. 30, Dec. 1, 2, 3 


Leading Lines 
Will Be Exhibited 























WARTIME GATHERING 


THE MOST IMPORTANT ON THE EASTERN FRONT 
M.A.S.R.A. CONVENTION AND SHOW 





JANUARY 10-11-12, 1942 
Hotel Benjamin Franklin, Philadeiphic, Pe. 


Never in the history of this organization has the need and the opportunity for a get together been so important. 

IT’S TIMED RIGHT Because we will know where we stand by then. 

IT'S INFORMING Because both exhibitors and buyers will know what they can do, and what they can expect. 

IT’S REPRESENTATIVE Because its buyers represent a thirty million pair market and its exhibitors are numerous and 
represent all kinds and classes of shoes. 


Write today for information and display space reservation 
MIDDLE ATLANTIC SHOE RETAILERS ASSOCIATION 


PENNSYLVANIA, NEW JERSEY, DELAWARE, MARYLAND, VIRGINIA, DISTRICT OF COLUMBIA 
30TH FLOOR—12 S. 12TH STREET, PHILADELPHIA, PA. 


PHONE LOMbard 5600 
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Heads Kiwanis Club 


LANCASTER, O.— Earnest G. Beck- 
with, manager of the Lancaster, 0O., 
shoe store, has been elected president 
of the Kiwanis Club for the coming 
year. 





When you have read this copy of the 
RECORDER, pass it along to the mem- 
bers ef your sales staf and urge them 
te read it, tee. New sal ple in shoe 
stores will fiad the RECORDER a valuable 
source of informatien that will aid them 
in their work of fitting and selling shoes. 





A. R. Hyde & Co. Receives “E” Award 


Maxwell C. Hyde, president of A. R. Hyde & Sons Co., accepts the award pins as 
representative of the management. 


CAMBRIDGE, Mass.—Employees of the 
A. R. Hyde & Sons Company, currently 
engaged in manufacturing Army ser- 
vice shoes, “are every bit as important 
as the workers in factories producing 
munitions of war.” With this state- 
ment Lieutenant-Colonel Frederick W. 
Webbley, of the Army Quartermaster 
Corps, recently presented to the com- 
pany the coveted Army-Navy “E” 
award in a ceremony held in the large 
auditorium of the Henry W. Longfel- 
low School in this city. This was the 
first such award to be given to a shoe 
manufacturer for efficiency in the mak- 
ing of Army service shoes. 

Speakers at the ceremony, which was 
preceded by a band-led parade of the 
employees from the factory to the school, 
included John B. Atkinson, former shoe 
wholesaler and now Cambridge city 
manager, who presided; Leverett Sal- 
tonstall, governor of Massachusetts; 
Mayor John H. Corcoran, Lieutenant- 
Colonel Webbley, Lieutenant P. F. Ash- 
ler, of the Navy Supply Corps; Max- 
well C. Hyde, president of the company; 
and Allen J. Hyde, treasurer, who, in 
accepting the pennant, declared “the 


receipt of this award is an example of 
what management and labor can do to 
meet a real emergency.” 

Maxwell C. Hyde received the lapel 
pins as the representative of manage- 
ment; and a committee consisting of 
Frank Vietas, P. DePasquale, Mar- 
garet Desmond and Manual Pimentel, 
as the representatives of the employees. 

In addition to the two executives who 
participated in the award ceremony, 
other officers of the company are Ralph 
A. Hyde, secretary; and George Bar- 
kin, vice-president and manager of 
sales. 


Meetings of Association 
Postponed 


SEATTLE, WaSH.—Regular meetings 
and the election of new officers have 
been postponed this Fall by the Seattle 
Shoe Dealers’ Association. Roy Lar- 
sen, secretary-treasurer of the associa- 
tion, stated that it was difficult to hold 
meetings since most of the members 
were busy with outside war activities 
or elsewhere in the service. 
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Mantfield 


-OF NORTHAMPTON, ENGLAND 


A POPULAR 
FIELD BOOT 


MADE IN ENGLAND 
AND HAVING ALL THE 
CHARACTER AND EX- 
CELLENCE TO BE SE- 
CURED BY MASTER 
CRAFTSMEN WORKING 
ON BEST MATERIALS 


IN STOCK 


AT OUR AMERICAN 
HEADQUARTERS 


MANFIELD & SONS 


325 ARCH STREET 


PHILADELPHIA 


SEND FOR 
STOCK CATALOG 


























































\ONAL Oe 
RS "Ns _ 


el 


mee 





SEND FOR FREE 


BOOKLET — "Pro- 
longing the Life of 
Leather.” It gives 
the whole picture of 
leathers and pre- 
scribes the correct 
Viscol Dressing for 







MORE WEAR FROM THE SHOES YOU SELL 


Months OF fidditional Wear 





with Viseol... 


E ALERT to a necessity and 

an opportunity. A nation 
at war demands additional 
wear from every pair of shoes 
you sell. Here is a profit op- 
portunity. Sell Viscol Water- 
proof Leather Dressings to 
clean, preserve and brighten 
American shoes. There are three 
Viscol Waterproof Dressings: 
Original Viscol, Triple - Action 
Viscol, and Viscol Ski-Boot 


each of them. 





Dressing. Viscol Soap is a 
cleaner, conditioner, and polish, 
not a waterproof dressing. 





THE VISCOL COMPANY 
STAMFORD - CONNECTICUT 














M-217 Styles Featured at New York Show 





Quality Shoe Manufacturers 


Show Spring Lines at Hotel 


Vanderbilt. Simplified Patterns Prove Salable. 
Trimmed Pumps Lead Demand 


New YorkK — Approximately twenty 
quality manufacturers of New York, 
Brooklyn and nearby cities showed 
Spring lines in the Hotel Vanderbilt 
last week. M-217 regulations were ap- 
parent in an increased number of good 
salable patterns and a lack of fussy 
treatments and novelty styles. In pat- 
terns, pumps and oxfords or ties were 
outstanding. Trimmed pumps outnum- 
bered untrimmed, even including “spec- 
tator” types, but the untrimmed ver- 
sions are something to watch. There 
is a growing demand for d’Orsay pumps 
and, in some cases, this means an open 
shank d’Orsay. Walking type oxfords 
took first place in laced shoes, but a 
growing interest was also noted in a 
higher heel, lighter sole oxford than 
the typical “service” shoe. Buckle 
monks were noted as a strong and 
growing trend; also stepins with folded 
tengues, very neat, tailored and flatter- 
ing. Classic one-eyelet sailor ties were 
noted in several lines. Featured on 


high heels, they were definitely dressy 

shoes with the new simpler look. 
Plenty of sandals were shown, a 

number of them on high clog soles 
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which automatically lowered their very 
high heels. Some of them were very 
open in treatment. On low heels, san- 
dals were tailored or dressy according 
to the material in which they were 
made. Dressy open back pumps vied 
with sandals among the after-dark 
types. New note in patterns was the 
emphasis on smooth looking, high-rid- 
ing stepins, some of these with open 
back and buckle fastening. Made in 
oxford, pump and stepin patterns, un- 
lined shoes appeared in much larger 
numbers than in any previous season. 

Heels are definitely low or high, with 
15/8 or 16/8 no longer considered low. 
13/8 and under is the low heel of to- 
day. At the other extreme, heels are 
popular in 21/8 and up. The baby last 
figures prominently and is a fast-sell- 
ing number in a very low heel sandal. 

In materials, calfskin is more in de- 
mand than ever because it is harder to 
get. Patent leather, alone and in com- 
bination with faille is prominently fea- 
tured. All-over gabardine shoes, many 
times lightened with embroidery, are 
a new trend to watch. Reptiles are 
still strong. Kidskin is being used in 








both dressy sandals and, as a crushed 
leather, in tailored and casual styles. 

Trimming treatments, governed by 
M-217, are more restrained but just 
as interesting as ever. Perforations 
are probably number one in popularity. 
Matching stitching, embroidery and 
French knots are being used. Combin- 
ing materials is another way of trim- 
ming and lightening a shoe. For exam- 
ple, a black patent leather underlay on 
a black suede shoe is very attractive. 
Folded tongues and moccasin vamp 
treatments are being used very often 
to break up the surface and flatter the 
foot. 

In colors, black is first. Navy is more 
important than ever. In the tan-brown 
family, it is noted that Turftan has lost 
ground because it can no longer be 
combined with white or antiqued in an 
all-over tan shoe. 


To Manage Rochester Store 


Rocuester, N. Y.—L. D. Fox, who 
has been associated with the Nisely 
Company shoe store in Indianapolis, 
Ind., has been appointed manager of 
its store in this city. 





When you have read this copy of the 
RECORDER, pass if along to the mem- 
bers of your sales steff and urge them 
to read it, too. New salespeople in shoe 
stores will find the RECORDER a valuable 
source of information that will aid them 
in their work of fitting and selling shoes. 














HELP WANTED WANTED TO PURCHASE WANTED TO PURCHASE 


MANAGER Madigan 5 Medium Priced S HOE JOBS, FACTORY , DAMAGED, and FeO . 
Family Shoe Store Middle West; prefer samples in Women’s, Children’s an en’s. y y : TW R 

married men between 30 and 50. Must have W. M. SHAFER, LANC ASTER, KENTUCKY. WE WILL. BU 

clean record. Salary and bonus. Address Cc A ” H 


#693, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. RETAIL SHOE STORES 


: AND PAY HIGHEST PRICES 
DM OTELS 
ETAIL SHOE MEN WANTED—Men hav- H CAMITTA SHOE COMPAXY 


ing six months * more experience in retail . ~ . 
selling, who are in 3-A or unclassified. please 120 a “— a Pa. 
apply. All inquiries held strictly confidential. one Lombarée 


Steady work, good pay. Give age, amount of ENJOY THE BEST FOOD IN ST. LOUIS 


qosantenes, and three character ogy = Ad- H 
ss ym -o S s, } h, 
ee Bros hoe Stores fonmout > ¢ \ SHOE STORES WANTED 
FOR CASH 
ALL Ro : 4 *s, women’s, children’s shoes retailing 
LINE WANTED = $3.00 $5.00 and up. Short term leases as- 
- F epee sumed. Write in confidence to 
> a ‘ A. L. BARIS, Pres. 


BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 





























WANTED—Li sine of Good Leather. Wide 

quaintance in Shoe Factories Illinois ona 
Wisconsin. Address #691, care Boot & Shoe 
Recorder, 209 South State Street, Chicago, II. 
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FOR SALE the color of the stitching matched the Stocks, “Also Branded Shoes such as 

% c Walk-Over, Florsheim, nna-Jettick, tal- 
color of the upper. They ve used per age ~~ ey 
LADIES READY-TO-WEAR AND SHOE forations ingeniously—sometimes com- tonians, Stetson, Red Cross, Nunn-Bush, Etc. 


* STORE now doing $35,000. Can do $50,000. | bined with stitching; sometimes used IRVIN RUBIN 
Will reduce stock to -—~ or less. Have ’ : . “<The House of Jobe” 
modern fixtures, 100% location; reasonable alone. They’ve used rows of stitching 89 Reade St., Cor. Church 
rent; good town of 15, 000 population in radius and perforations to simulate foxings, Phone Barclay 7-7887 New York City 
50 miles of Charlotte, N. C. Reason for sell- ; . . 
ing: In the Service. Address #690, care Boot overlong tips, and other restricted 
& Shoe Recorder, 100 East 42nd Street, New treatments. They’ve combined smooth 


Vouk, Bt. leather with grained, with sueded, mak- WE BUY 


ing possible contrast in shoes such as T R E Ss 
POSITION WANTED moccasin fronts, saddles, etc. SHO E sTo 
With the lifting of the restriction on 
UYER AND MANAGER, 20 years’ experi- | spring heels in shoes for small children, BARSH & CEASAR 

ence as Manager Exclusive Fifth Avenue, many manufacturers of these shoes 19 N. 4th St Philedetps o, Pa 
New York, Shops; experienced in handling of Phone MARket 1666 
personnel; buying; customer goodwill; 45 years breathed easier. The ban had been a 
old; deferred status. Would like connect Cali bad headache to them, and the appeal 
fornia—Nevada: available about January 29. : r a « a 
Resume and excellent references upon request. was inevitable. Thus, construction of SELL YOUR SURPLUS STOCKS 
coor 7S wag fang Reg ee 100 | shoes which would be correct for the to 

t t t . ° 
inigetiacetetinteninesen very young child was assured, and man- KIRSCH-BLACHER CO., INC. 


Chet SA Pasi Bsns Can bay'tnd max: | Ufseturers were not forced to scrap | | 1. ssstu'er compton coms of thems fe 
age for Bargain Basement, also regular lines their best selling patterns on this retailers, jobbers and manufacturers. 
of shoes for stores. Considered tops in the shoe account. Visit our new warehouses 
_ sind by Soden tee on ee The retailers’ part in presenting 108-110 Duane Street, New York 
York City. ; these shoes to the, for the most part, a -B..E- AE XE 

AN YOU USE ME? Experienced, energetic uninitiated public is clear. We viewed 
ried: age 45: draft exempt. Experience covers | With Some alarm and annoyance the A HOUSTON, TEXAS, 
over 20 years as Manager-Buyer and Merchan- scare-advertising indulged in by cer- 
diser with thorough knowledge of all grades of | tain opportunists among the shoe re- 
a, — Se santin tones for | tailers who hardly permitted the ink Especially Edwin Clapp; Johnston & Murphy; 
Shoe Department; cam unhappy in present loca- to dry on the order before they began Florsheim; Nunn-Bush; Smith; Bostonian, etc. 
os eee eee ree wae five eSoft | beating their customers into a frenzy STANDARD MAKE SHOES 
Recorder, 100 East 42nd Street, New York, | of panic-buying. That practice has been 716 Fannin Street, Houston, Tex. 
N. Y. frowned upon by government officials 
= = ie as well as by the major part of the 
retail trade, the members of which are 
M-217 in Action determined to educate their customers footwear in this country as yet—and 

[CONTINUED FROM PAGE 27] to want the shoes they can have, to | it’s a particularly dangerous practice to 

: make those shoes seem as attractice as | purchase shoes for growing feet in 
made shoes for youngsters which are| possible, and to hold excess buying | advance of the time when they’re to 
entirely saleable—from the standpoint | down to a minimum. be worn. Children’s feet grow rapidly; 
of appearance as well as of workman- Show your new Spring shoes; adver- | selling for present-day needs, and sell- 
ship and fit. tise them; present them as the best | ing the best obtainable in quality and 

What are some of the methods they| shoes you’ve sold for years—but don’t | fit will bring satisfaction to your cus- 
have used to produce these shoes? For| urge mothers to stock up on shoes for | tomers and confidence and good will to 


one thing, they’ve used stitching gener-| their children. There’s no shortage of | your store. 



































Men's job lot shoe store will pay you top 
cash prices for your men's high grade shoes. 
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MILITARY BLUCHER OXFORDS 


Authentic Styling 
IN STOCK FOR AT ONCE DELIVERY 


SELECTED BLACK LEATHER UPPERS 
GOODYEAR WELT CONSTRUCTION 
OAK BEND LEATHER SOLES 
LEATHER QUARTER LINING 

SIZES 6-12 — D WIDTH 


SEND FOR CATALOGUE ASCO MILITARY FOOTWEAR 
10 STYLES BLUCHER LACE & BUCKLE OXFORDS 


THE ARNOFF SHOE CO., [OJ DUANE ST., N. Y. C. 





Barbour Welting Flies 
Minute-Man Flag 


BROCKTON, Mass.—Employees of the 
Barbour Welting Company, among the 
first in. this district to cooperate in the 
purchase of war bonds and stamps un- 
der the Payroll Savings Plan, are now 
well on their way toward outright 
ownership of their second bond. 

For several months the Minute-Man 
Flag has been waving over the Bar- 
bour plant, the first in this district to 
receive this award which was made 
when 98 per cent of the company’s 
1000-odd workers signed on the dotted 


line and signified their patriotic inten- 
tion of doing their part, regularly and 
generously. 


Send Gift Boxes 
To Former Employees 


PeaBopy, Mass. — A. C. Lawrence 
Leather Co. are sending Christmas 
boxes to each of their employees now in 
military service. In each box are 
notebooks and pencils, razor blades, 
soap, toothbrush, two pounds of candy, 
chewing gum and an assortment of 
tobacco. 





WAAC Officer Buys Shoes on Furlough 


Hazleton, Pa.—Snyder's Walk-Over Shoe Store was in the public eye recently 
when L?. Kathryn Vannauker, WAAC officer whose home is in Hazleton, purchased 
some shoes at the store while spending her furlough at home. The shoe fitter was 
Roy Wilner. A. D. Snyder, proprietor of the store, is standing in the background. 
Lt. Vannauker explained that, while WAAC officers must wear the regulation uniform 
on duty, they are permitted to weer civilian clothing in their off-duty hours. She 
is shown here trying on a pair of buckle monks—permitted for WAAC officers for 
off-duty wear. 


November 21, 1942 





MERCHANTS NEEDS 





BRANNOCK 
|SHOE FITTING DEVICE 


1. FIT BETTER—SELL MORE 


increase repeat sales 


2. ATTRACT NEW CUSTOMERS 
more professional skill 


| 3. CUT FITTING TIME IN HALF 


fewer try-ons; more sales 





Write for Scientific Folder and 
list of manufacturers offering 
Brannock Devices at special co- 
operative price. 


To Manage Shoe Department 


SoutH Benp, Inp.—Harry T. Kruss 
of O’Connor & Goldberg in Chicago has 
come to South Bend to accept the man- 
agership of the shoe department at the 
Gold Bond Department Store, Gold- 
blatt Bros., succeeding Mrs. Pauline 
Foreman who will continue in the shoe 
department. 





When you have read this copy of the 
RECORDER, pass if along to the mem- 
bers of your sales staff and urge them 
to read it, too. New salespeople in shoe 
stores will find the RECORDER a valuable 
source of information that will aid them 
in their work of fitting and selling shoes. 


53 








Dates to Remember 


Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, 
Morrison Hotel, Chicago, Ill. 
November 23, 24, 1942 


Annual Buyers’ Week and Style 
Show, Indiana Shoe Travelers’ 
Association, Claypool Hotel, In- 
dianapolis, Ind. 

November 29, 30, December 1, 1942 


Spring Convention, Mid-Continent 
Shoe Travelers’ Association, 
Skirvin Hotel, Oklahoma City, 


Okla. 
November 29, 30, December 1, 1942 


Middle Atlantic Shoe Retailers’ As- 
sociation Cenvention, Hotel Ben- 
jamin Franklin, Philadelphia, 

Pa. January 10, 11, 12, 1943 





Conserve Your Rubber 


Footwear Stocks 
[CONTINUED FROM PAGE 43] 


wishes to buy a pair of rubbers, or per- 
haps several pairs, for her child. Here, 
the argument of the salesman could 
well be that she is, thereby, depriving 
some other child and she should be dis- 
suaded from her purpose if it is obvi- 
ous that her child is not in real need. 

Opportunities for this kind of “trad- 
ing down,” the OPA points out, could 
be multiplied many-fold at the point of 
sale. Such action helps conserve rub- 
ber—a critical wartime material. It 
also helps to distribute the available 
supply of non-rationed rubber foot- 
wear as equitably as possible—which is 
vitally important to the preservation 
of health in almost every community in 
our nation. 


John E. Kennedy 


Boston, Mass.—John Edmond Ken- 
nedy, who with his brother, Robert A. 
Kennedy, conducted the wholesale shoe 
business known as Kennedy Bros. at 
604 Atlantic Avenue, Boston, died re- 
cently at the United States Marine 
Hospital in Brighton, Mass. He was 
51 years old. His home was at 9 Locust 
Avenue, Lexington, Mass. Funeral 
services were held at the Marshall Me- 
morial Chapel in that town followed by 
internment in Westview Cemetery, 
Lexington. 

Mr. Kennedy was born in Ireland 
but came to this country early in his 
life and, on reaching his majority, be- 
came a naturalized citizen of the 
United States. During the first World 
War he served in the 72nd Infantry 
Division of the A. E. F. in France. The 
business in which he and his brother 
were partners was started about 15 
years ago. 

Mr. Kennedy was a member of Con- 
verse Lodge, A. F. and A. M. of Mal- 
den, and of the First Baptist Church 
and the Brigg’s Men’s Class, both of 
Lexington. 
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A Buying Guide 


TO ADVERTISERS IN THIS ISSUE 


ALLIED KID COMPANY, New York, Boston, Philadelphia 
ARNOFF SHOE CO., INC., New York City 

BARIS SHOE COMPANY, New York City . 

BARSH & CEASAR, Philadelphia, Pa. 

BELLAIRE SHOE COMPANY, Portland, Me. 
BRANNOCK DEVICE COMPANY, Syracuse, N. Y. 
BROOKS SHOE MFG. CO.., Philadelphia, Pa. 
CAMITTA SHOE COMPANY, Philadelphia, Pa. 
COHEN, B., SHOE CO., New York City 
COLONIAL TANNING CO., Boston, Mass. 
COON, W. B., CO., Rochester, N. Y. 
CRADDOCK-TERRY COMPANY, Lynchburg, Va. 
DOUGLAS, W. L., SHOE CO., Brockton, Mass. 
ELAM, F. S., SHOE CO., Rochester, N. Y. 

FOREST PARK SHOE COMPANY, St. Louis, Mo. 
GALLUN, A. F., & SONS, CORP., Milwaukee, Wis. 
GOODWILL SHOE CO., Holliston, Mass. 
GOODYEAR TIRE & RUBBER CO., Akron, O. 
GREEN SHOE MFG. CO., Boston, Mass. 
GUTMANN & COMPANY, Chicago, lil. 
HEYWOOD BOOT & SHOE CO., Worcester, Mass. 
HOOD RUBBER CO., INC., Watertown, Mass. 
HOTEL LENNOX, St. Louis, Mo. 

HUBSCHMAN, B., & SONS, INC., Philadelphia, Pa. 
ISELIN, WILLIAM, & CO., New York City 

1. T. S. CO., THE, Elyria, O. 
JULIAN & KOKENGE CO., THE, Columbus, O. . 
KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. 
KEITH, GEORGE E., CO., Brockton, Mass. 
KIRSCH-BLACHER CO., INC., New York City 
KNOMARK MFG. CO., INC., Brooklyn, N. Y. 


LEVOR, G., & CO., INC., New York City 
LIMA CORD SOLE & HEEL CO., Lima, O. 


MANFIELD & SONS, Philadelphia, Pa. 
MARBRIDGE BUILDING, New York City ....... 


MIDDLE ATLANTIC SHOE RETAILERS ASSN., Philadelphia, Pa. 


MILLER, I., & SONS, INC., Long Island City, N. Y. 
MUSEBECK SHOE COMPANY, Danville, Il. 
NASHUA SLIPPER CO., Lowell, Mass. . 

OHIO LEATHER CO., Girard, O. 

PARKER HOUSE, Boston, Mass. . ... 
RICHLAND SHOE COMPANY, Nashville, Tenn. 
RUBIN, IRVIN, New York City ... ; 
SCHOLL MFG. CO., INC., Chicago, Ill. 
SUPERIOR SHOE COMPANY, Chicago, Ill. 
TAYLOR, THOMAS, & SONS, INC., Hudson, Mass. 
TWEEDIE FOOTWEAR CORP., Jefferson City, Mo. 
TYRE RUBBER COMPANY, Andover, Mass. 
UNITED LAST COMPANY, Boston, Mass. .. : 
UNITED SHOE MACHINERY CORP., Boston, Mass. 
VISCOL MFG. CO., Stamford, Conn. 

VITALITY SHOE COMPANY, St. Louis, Mo. 
WRIGHT, E. T., & CO., INC., Rockland, Mass. 
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